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| ISE dealers, those who know, are selling only successful heating. They realize that 
profits and satisfied customers are much better than profits alone. 
(ompetition is running in favor of low prices, but for how long ? 


Quality has always won out in the end and it will continue to do so. 





There is a big demand for quality heating now and it is growing steadily. You can supply 
tusdemand in your territory with the— 


FLORAL CITY KING 
WARM AIR HEATERS 


ley are successful warm air heaters. 





lu can install them and know that your profits on the sales will earn interest for you in 
mplete satisfaction on the part of your customers. Hundreds of other dealers, our 
dealers, are finding this true. 












lou too can apply the test and have the same successful results. 


STUDY THIS ILLUSTRATION—NOTE THE CONSTRUCTION 


hvestigate fully the construction of FLORAL CITY KING 
"ARM AIR HEATERS. See wherein they excel. 


bur dealers receive full co-operation from us. We strive to help 
hem in eve ry way possible to secure business. We furnish heating 
Pans and estimates. We ship promptly in order that they shall 
Pt lose a sale because of delay. 


DIRECT DRAFT NE PIE 
DAMPER ROD A! — 





lu should become one of our dealers. 


'e are ready to tell you more about FLORAL CITY KING 
ARM AIR HEATERS. 


Write today for our catalog. 


MONROE FOUNDRY & FURNACE CO. 
MONROE, MICHIGAN 
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ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS. 50 and 51. 
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MAHONING 
HEATERS 


Sell Themselves 


Se many superior qualities are 
involved in MAHONING con- 
struction that to tell of one would 
slight others equally as important. 

No need to talk Mahoning qualities. 
Show your customer,—he will see it at a 
glance. 

We want good live dealers everywhere, 
aud offer a tempting proposition. 


A style and size for every purpose. 
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MAHONING TYPE “Cc” 

Illustration shows quite clearly the combustion as it takes 
Placein the Mahoningsystem. Note how the admission of air 
through the slots in the firepot causes combustion to take place 
all around the outside of the fire. The hottest part of the flame 
is in direct contact with the outside surface of the heater where 
the radiation of heat takes place. Only one of the features that 


ve made the Mahoning famous from coast to coas 


The MAHONING FOUNDRY CO. 


YOUNGSTOWN, OHIO 


A Mammoth Plant With a Mammoth Production 


TRA OoOE- WNAME 


RES! STEREO 


The Steel Furnace that 1s pos- 
itively gas-tight, because it’s made _f you're not handling the 


right. 


FRONT RANE you, your cus- 


tomers and we are all losing 
money. Write for illustrated 


Made of tested metal, cold-riveted to- literature and prices. 
_. No direct draft to warp and 


uckle. Stays in order. 


Steel Furnace 


is fool-proof. Gets more heat value out ot 
the fuel used; because its radiating surface 
is greater, and more of the heat generated 
in burning the coal is extracted before the 
smoke and gases are passed on up the flue. 


Haynes-Langenberg Mfg.Co. 


4058 Forest Park Blvd. St. Louis, Mo. 
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LABOR DISTURBANCES AND strikes weaken national 
unity by introducing the wholly unAmerican element 


of class distinctions. They substitute 
pons and strife for community of interests. The 
Ss . . . 
apeeaneng public welfare is subordinated to the 
of Nation. 


more arbitrary than any Romanoff. The walkout of 
the steel workers is an illustration. They received 
good wages. They were allowed to become stockhold- 
ers by easy payments, Welfare departments were car 
ried on for their benefit. Their strike affects practi- 
cally all industries because steel is a basic materia! 
and commodity. Thousands of families must suffer 
on account of their unreasonable action. It amounts 
to an economic rebellion against the nation, without 
the justification of some of the earlier revolts during 
the formative period of the factory system. 

Last week, Birmingham, England, celebrated the 
centenary of James Watt, who perfected the steam 
engine and other inventions. He was handicapped at 
times by unruly mechanics. But strikes in his day 
were not as far-reaching in their effect upon industry 
It is instructive to learn how his business partner, 
Matthew Boulton, met the issues. In a letter which 
he wrote to Watt from Soho, March 23, 1791, he 
makes this report: 

“Last night a commotion arose amongst all I}. and 
W. enginesmiths and other workers, but as [ found 
they were drunk before Mr. Foreman informed me and 
as it’s in vain to reason with drunken men [| waived 
facing them until this morning. They all struck, 
viz., grounded their arms at 5 o'clock yesterday and 
appeared riotous this morning. At 10 o’clock I met a 
deputation from them in Mr. Foreman’s rooms, from 
which | learnt that they had entered into three resolu- 
tions which I put down and then said I hoped they 
would allow me to enter into three resolutions, which 
[ also put down and read to them and they agreed 
they were fair and just. I then met the main body 
below and went over the same ground I had done with 
their deputation and after reading their resolutions, 
read my own and promised them upon my word and 
honor that I would never depart from them be the 
consequences what they may. They swallowed all their 
Own resolutions and said they would set to work if 
they could be allowed to drink their ale comfortable 
In an afternoon. I agreed to allow the hard-working 
smiths half an hour and as they expressed a wish for 
peace, | forgave them all except Joe Turner whom I 
assured I had marked and if you had been at home I 
would have turned off for I am persuaded I could get 


whim of the walking delegate—a tsar 


his work done for- nearly half his price. He was the 
ring leader in this rebellion and in former ones. I read 
the resolutions twice over to them.” 

The two sets of resolutions which form a part of 
ihe letter are as follows: 

\t a general meeting of the enginesmiths : 

Resolved First, That if any man 
Is. & \W. shops, he shall be discharged and until he is, 


set to work in 
no man shall set to work. 

Resolved Second, If B. & W. turn anyone away in 
consequence of this commotion, all the rest are re- 
solved-to strike. 

Resolved Third, We insist upon having one hour 
allowed in the afternoon for refreshment, otherwise to 
leave work at 6 o'clock. 

Mr. Boulton resolved on the part of B. & W. and 
pledged his word and honor for abiding thereby: 

Resolved I[irst, That I will not consent to allow 
the old accustomed hours of all Birmingham manufac 
turers (except so far as to allow such of the engine 
miths as work hard, half an hour to refresh in the 
“fternoon and no more). 

Resolved Second, That we will employ whom we 
think proper and turn away whom we think proper 
and will not be dictated to in these respects by any of 
our workmen. 

Resolved Third, As to those who work piece work, 
may work only half days if they please. But if they 
neglect our business we must get others in their place 
and as to those who work day work, we have a right to 
our time and customary hours and will on Saturday 
nights stop for all deficient hours. 








IRRESPECTIVE OF CREED Or opinion, everyone with 

a spark of sympathy in his breast for misery, distress, 
or pain, ought to respond to the call of 

Red Cross the American Red Cross for increased 

Membership. membership. We need the Red Cross 
always—not only when some spectacular 

disaster happens but in the less dramatic circum 
stances of the nation’s daily life. As Dr, Livingston 
larrand, chairman of the American Red Cross, says, 
the organization’s peace program for America 1s na 
tion-wide activity for the promotion of public health 
and hand-in-hand with this crusade will go a vigorous 
campaign for the extension of the country’s nursing 
resources; the broadening of Red Cross Home Ser- 
vice that in the war proved so helpful through the as- 
sistance it was able to give the families of soldiers 
and sailors, and which is to be of general usefulness 
where other social agencies are lacking; greatly in- 
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creased. Junior Red Cross activities ; extension of Red 
Cross facilitiés for emergency disaster relief; com- 
pletion of relief measures for the victims of the war 
in this country and overseas, and preparation to fulfill 
whatever duties may be laid upon it as the official 
volunteer relief society authorized to assist the Army 
and Navy. 

“The Red Cross authorities realize that the aston- 
ishing generosity of the American people during the 
war and the present high cost of living at home might 
legitimately lead many to expect a release from fur- 
ther demands for assistance to other peoples,” con- 
tinued Dr. Farrand, “but we must remember that our 
Allies were much harder hit by the war than we were 
and that we have incurred obligations to them which 
honor demands shall be discharged. In naming the 
sum of $15,000,000 for the campaign, the Red Cross 
tried to determine the smallest amount which will 
enable it to round out its work and make effective 
the donation of Army goods rather than to estimate 
the generosity of the American people. Large vigor- 
ous chapters are necessary to carry on the work. For 
this reason the enrollment of members is the chief 
purpose of the November campaign. Will you be one 
of a million workers to obtain members for the Amer- 
tean Red Cross ?” 








WHILE It Is necessary to make allowances for in 
dividual peculiarities, in the main it may be taken 
for granted that all human beings are 


Sameness well within the scope of the general 
of Human a rig : 

principles of merchandising. That is 
Pattern. 


to say, salesmanship is basically the 
same for all customers, just as oxygen is for all lungs 
As a result of the practice of deep breathing, some 
lungs take in larger quantities of oxygen than others. 
So, too, some people respond more readily than others 
to the persuasion of salesmanship. But, as Carl 
Snyder points out in his World Machine, “the human 
pattern is not so diverse. There are few among us 
who have known a hundred persons so closely and 
intimately as to penetrate the inner working of their 
lives. Even in a hundred we discover innumerable 
traits and actions close akin to our own. In a hun- 
dred thousand the parallelism would become closer. 
[n fifteen hundred millions undoubtedly it would co- 
incide in multiplied instances. Our human pride bids 
each of us deem that he is in some sense unique, and 
that he orders his life after an especial fashion of 
his own. Could we visualize the reality, we should 
discover that we are, each one of us, but one of a 
thousand or one of ten thousand whose ideas, ambi- 
tions, dreams, and daily lives are, in all essential ways, 
identical.” 

The millionaire and the apprentice vary widely as 
to their daily balance at the bank, but they differ very 
little in their susceptibility to the logic of a trained 
salesman. Both are human. Of the two it may be 
that the millionaire has more enthusiasms and is more 
easily interested in a commodity offered to him for 
sale. Owing to the countless points of view from 
which salesmanship is taught and discussed, the re- 
tailer is likely to derive the notion that it is a compli- 
cated art, difficult of. mastery. Whereas, in truth, 


it is merely a matter of common sense, common sym- 
pathy, plus a mind held open to the inflow of wisdom 
from the experience of others. 

Because there is little diversity in the human pat- 
tern, it does not follow that no study is required of 
its design and the mode of its operation. On th 
contrary, human nature constitutes a school whos« 
courses are endless and from which there are mn 
graduates. The ambitious salesman never ceases tak- 
ing lessons. The retailer who is determined to be- 
come a merchant instead of a shopkeeper lets no op- 
portunity escape him for the betterment of his store’s 
service and the improvement of its stock. Always 
he is on the alert for new methods of arousing in- 
terest in the goods which he sells. With this purpose 
in mind, he reads the trade journal which keeps him 
informed from week to week concerning the latest 
developments in merchandising. Thus he is able to 
take advantage of the experience of other merchants 
in enlarging the volume of his sales. 

For example, a certain hardware dealer makes a 
practice of demonstrating washing machines in his 
One or two mornings a week are set aside for 
In his advertisements of the demon- 
“Jones Takes in Washing 
His demonstrators have 
He declares 


store. 
this purpose. 
stration, he announces: 
Let Him Do Yours—Free!” 
done more than one big family washing. 
that were he to state how much trade these “washing 
days” have brought him, the statement would be re- 
ceived with incredulity by many of his fellow dealers 
Nevertheless, the proceeds from his washing ma 
chine sales, together with those directly traceable to 
demonstrations of other specialties, have made it 
necessary for him to take two thousand feet of extra 
floor space in the past two years. 








A COMPLICATED COST-FINDING system is worse that 
no system at all. It causes needless expenditure of 
time and labor; and thus it increases 
the expenses which it was intended to 
control. A striking illustration of this 
is found in a case related by a corre 
spondent of The Railway Age, in which it cost the 
valuation department of one of the large railroads of 
the country $21,849 to ascertain the fact that it cost 
one-tenth of a cent to drive a track spike. The ad- 
visory board of the railroad consisted of a valuation 
engineer, two assistant valuation engineers and an en 
gineer of unusual ability. This board held « con- 
ference lasting two and one-half months to learn all 
about track spikes; what they were, their use, etc 
Detailed figures of the cost of the advisory board's 
accountant’s, clerks’ and stenographer’s time, station- 
ery, printing, etc., aggregated $5,827.50. Then 17! 
railroads were written to asking for details of the 
methods and cost of spike driving. These roads took 
the matter up with 1,760 roadmasters, who in turn 
obtained the opinions of five section foremen. The 
detailed expense in this connection totaled 51 3- 21.25, 
The advisory board then decided to have a practical 
demonstration of track spike driving and invited 50 
valuation engineers to be present. Time and traveling 
expenses for the 50 engineers was figured at $2,400 
which brought the total cost of the investigation to 


Costly Way 
of Finding 
Out Costs. 
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$21,848.75. One Mike O'Reilly, a section hand, was 
selected to drive the spike. The official time was 10 
seconds and on the basis of 40 cents per hour, the 
cost of driving the spike was one-tenth of a cent. 








RANDOM NOTES AND SKETCHES. 
By Sidney Arnold. 

had a visit this week from Trowbridge Warner, 
newly promoted manager of the Chicago office of 
Tuttle and Bailey Manufacturing Company of New 
York. I like the way he talks and the things he says. 

His smile-is pleasing. 

. 2 

lwo weeks ago | republished a poem on this page, 
entitled “Opportunity.” My memory played me a 
trick and I made the blunder of crediting the verses 
to Senator John J. Ingalls. The fact is that they were 
written by a San Francisco newspaper man named 
Gruer who passed away in Chicago about six years 
ago. The poem by Senator Ingalls begins, “Master of 
human destinies am I,” and it has a fatalistic, not to 
say, discouraging, tone. Gruer wrote his answer to it 
in the same meter, but with a dynamic optimism which 
Gruer’s original is said to have con- 
other lines were 


is irresistible. 
tained only fourteen lines. The 
added, no doubt, as the poem passed from one admirer 
to another. 

* * 

My friend, D. H. Richard of the Henry-Miller 
Foundry Company, Cleveland, Ohio, knows more 
about politics than the majority of business men 
Talking about the element of the unexpected in polli- 
tics, he says: 

“Some of the people for whom you predict the 
most success somehow seem to drop out of the run- 
ning. 

“There was one chap I was sure was going to rise 
way to the top, but I don’t know whatever did hap- 
pen to him. He wanted to be a county commissioner, 
but a lot of his friends were afraid he wouldn’t stand 
a chance because he was inclined to be a little sporty, 
drank once in a while and played poker. 

sut in spite of lack of encouragement, Ed went 
to the convention. When it got round to the nomina- 
tion of county commissioners, he sprang to his feet 
and before any one hardly realized what was happen- 
ing he cried: 

‘Gentlemen, I know it isn’t customary 
didate to speak in his own behalf, but today | want 
to break that rule. I understand, Mr. Chairman, that 
they say I play poker. All I’ve got to say is that if 
every man in Ohio who plays poker will vote for me, 
I'll be elected by a record majority.’ 

“And he was, too.” 


for a can- 


k ok x 
The flying men were boasting a little about the 
risks they had run and the falls they had survived and 
the meek civilians listened and gasped. As my friend 
Julius Gerock, Jr., of Gerock Brothers’ Manufactur- 
ing Company, St. Louis, Missouri, tells the story, one 
of the civilians was not quite so meek as he seemed. 
“You’re not telling us anything so wonderful,” he 
remarked. “Why, I know a chap who never was in 


the army even, and yet he dropped seventy feet into 
a vat of scalding water and wasn’t a bit the worse, 
but went straight on with his job.” 

\nd they were incredulous. 

“It’s true,” said the civilian. “They were pig's feet, 
you know.” 

It isn't always wise to give children what they-ask 
for, says my friend Al Friedley of Friedley-Voshardt 
Company, Chicago, Illinois. He relates this example: 
A servant girl was trying hard to keep an unruly 
His mother was absorbed in the 
latest magazines. they were out- 
doors, and a wasp came buzzing around. The boy 
but the maid restrained him. —In- 


boy out of mischief. 
It was summertime, 


tried to catch it, 


furiated, he struggled and cried, “IT want it! 1 wan't 
it. Lemme go, lemme have it!” 
“No, no, dearie,” cautioned the girl; “you musn't 


touch it.” 
His screams annoyed the mother, and without look- 


ing up she said, “For heaven’s sake, Nora, let him 
have it.” 
Silence ensued for the space of half a minute. 


Then the boy let out a shriek, followed by a succes- 
sion of yelps. . 

“Nora,” expostulated the lady, 
to let him have it?” 


“He 


“didn’t I tell you 


got it.” 

To what extent flattery is useful or justifiable im 
making a sale is not easy to determine, says my friend 
Jim Gormley of Bullard and Gormley, Chicago, Lh 
nois. He cites the case of a book agent who, when 
an elderly spinster answered his knock at the door 
exclaimed : 

“Ah! I beg your pardon 
beauty hints, but I can see that you don’t need a copy 

“Well—ahem!” the flattered spinster replied, “you 
may let me have a copy for a friend of mine.” 

t * K 


[ am selling a book 


Flaws are easy to find because none of us is perfect 
It’s a good thing for us that we are not perfect. Other 
wise life would be so monotonous as to be unbearable 
Sut the flaws are not serious enough to condemn us 
\s Berton Braley, the phrases it 
people in general are pretty good people: 

“People Are Pretty Good People.” 
People are pretty good people, 
Taking them all in all; _ 
You can find a good spot in the worst of the lot 
(Often it’s very small) | 
Sut most of ’em go on trying, 
Doing the best they can. 
[ haven't a rap for that hard-working chap, 
The average human man. 


poet of commerce, 


People are pretty good people, 
Trying hard to be kind, 

And the wrong they do—except a few 
Is just because they’re blind, 

Blind and bothered and busy, 
Harried by toil and strife— 

For work and fret is the game they get 
All of the years of life. 


They do good deeds in silence, 
Hiding their love away, 

And few are told of the hearts of gold 
Throbbirig in mortal clay, 

The hearts that always answer, 
Hearing the rightful call— 

People are pretty good people, 
Taking them all in all! 
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WILLIAM D. LEWIS. 






The members of the Hardware Club of Chicago 
are accustomed to get the most in goods and service 
for the money they pay out. They are not influenced 
in their business decisions by the play of emotions. 
They have fought their way upward against many 
odds by force of shrewd judgment in dealing with 
other men. When it comes, therefore, to a selection 
of a secretary for their organization, it is not reason- 
able to suppose that they exercise less care and dis- 
crimination than in their stores and factories. Con- 
sequently, the fact that a man has been chosen for 
of secretary of the Hardware 
reliable proof of un- 
a vantage point from 


the important office 
‘Club of Chicago is a fairly 
common ability. It gives us 
which to study the character 
of the officer. Thus in the 
case of William D. Lewis, 
Secretary of the Hardware 
Club of Chicago, we have a 
upon which to 
estimate of the 
into the 





sure basis 
build 
values which 
make-up of his personality. 
His election to the position of 
secretary of the Hardware 
Club of Chicago is a link ina 
chain of developments, logical 
Going 
back from the present to his 


an 
enter 


and to be expected. 


school days, we find at every 
stage of the intervening time, 
a ratio of progress in which 
no element of chance enters. 

William D. Lewis was born 
September 28, 1885, in Mart- 
ville, New York, and received 
his training in the grammar 
and high schools of Hannibal, 
New York. After his gradua- 
tion he took a special course in the factory of Yale 
and Towne Manufacturing Company, New Haven, 
Connecticut. Here he spent three years learning every 
detail of manufacture and devoting his spare time to 
a study of hardware markets and principles of sales- 
manship. Upon the conclusion of his course in the 
factory in 1907, he went to Johnstown, Pennsylvania, 
where he became manager of the builders’ hardware 
department of the Swank Hardware Company. He 
continued in this position three years during which 
time he acquired a fund of profitable and diversified 
experience which proved of immense advantage to 
him when in 1910 he re-entered the employ of Yale 
and Towne Manufacturing Company as contract sales- 
man at their Chicago office. During a period of seven 








years, following the resumption of his earlier connec- 
tions, he practiced and studied the principles of sales- 
manship. At no time was he satisfied merely with sta- 
tistical results. Always he counted less tangible things 
in his summaries. Believing in the higher calculus of 
fellowship, he made computation of good-will, per- 
sonal service, kind words, and pleasant friendships as 
essential assets of the business. He never thought of 
a sale as a completed item of the day’s work. He 
looked upon it as germ of other sales. He bent his ef- 
forts toward securing permanent customers for his 
Company. 

No matter what disgruntled incompetents may say 
to the contrary, merit wins in the long run. Mr. Lewis 
displayed merits of a high or- 
der in his work at the Chi- 
cago office of the Yale and 
Towne Manufacturing Com- 
pany. Recognition and _ re- 
ward came to him in 1917 in 
the form of promotion to the 
managership of the Chicago 
office of the Company. In the 
same year that he was put in 
control of the Chicago office 
of the Yale and Towne Man- 
ufacturing Company, he was 
elected to the Board of Di- 
rectors of the Chicago Hard- 
ware Club, for reasons prac- 
tically identical with those 
that actuated his promotion. 
He is essentially a worker, 
not a drudge. That is to say, 
knows how to eliminate 
waste motions and 
energy. He made a record 
for himself on the Board of 
Directors of the Hardware 
Club of Chicago and last year he was elected Secre- 
tary of the organization. 

He is dynamic rather than phlegmatic, alert, decisive 
and sure in judgment and action. He is prominent in 
the Chicago Salesmanagers’ Club and is chairman of 
the Hardware and Sporting Goods, Subdivision 25, 
of the Chicago Association of Commerce. He be- 
longs to the Kiwanis Club and holds membership in 
the Woodlawn Park Lodge, 841, A. F. and A. M., 
Jackson Park Chapter 222 and Woodlawn Comman- 
dery 76. His hobby is golf. This year he won the 
golf cup of the Ways and Means Committee of the 
Chicago Association of Commerce. His friends are 
drawn to him for many reasons, but chiefly because 
of his spirit of fair play. 


he 
needless 
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HALL OF FAME 











LEWIS CASS MATTHEWS. 


Example is better than precept. The expression 
itself is threadbare. But the value of the idea which 
it holds loses no part of its worth with the passing 
years. Theories are useful. They form the raw 
material of experiment from which practice derives 
guidance. One example, however, of actual perform- 
ance is more instructive than a library of abstract 
doctrine. Essays on success are numerous. [Profes- 
sors whose visage is habitually solemn, fill many pages 
with platitudes about opportunity. The truth of the 


matter is that opportunity is not a substance or an 
intelligent force distributing favors. 
word to designate timeliness in action or judgment 
Some 


It is merely a 


Man makes opportunity, not opportunity man 
gather cobwebs across life’s 
doorway waiting for a wholly 
mythical messenger to knock 
for entrance, and to lead them 
over flower-strewn paths to 
lands flowing with milk and 
honey. 

Others keep the door on the 
latch ready to dash forth at 
the slightest hint for the bet- 
terment of their 
For such there is no stagna- 
tion. They use everything in 
connection with their work as 
so many points of vantage or 
fulerums upon which to lift 
themselves to higher planes. 


conditions. 


They are not afraid of soiled 
fingers. To them the grime 
of toil is not a mark of inferi- 
ority. They do not consider 
immaculate linen and four 
and a half inch high collars 
the indispensable insignia of 
respectability. Wherefore, 
they become presidents of railroads, bankers, and 
merchant princes. The process by which this is 
achieved is not shrouded in mystery. 
rights to its use have ever been issued by any govern- 
ment patent office. It is common property—free to 
everyone. The number of men who reach the uplands 
of success by freak of chance may readily be counted 
in terms of strawberries at the North Pole. 

Men as Lewis Cass Matthews, President of the 
Banner Gas Range Works of South Bend, Indiana. 
furnish ambitious mechanics with more inspiration 
than all the precepts that have ever been phrased 
He is essentially a maker of opportunities. [le does 
not wait for a favorable turn of events to do things. 
This talent of initiative has been a prominent char- 


No exclusive 





acteristic of him from his school days in St. Louis, 
Missouri, where he born September 3, 1857. 
After having been graduated from high school in St. 
louis, he engaged in railroad work, which always had 
a fascination for him. He took pleasure in making 
things of iron and steel and he learned the boiler- 
maker’s trade because he liked it. 

For seventeen years he continued in the circle of 
occupations which embraces boilermaking and sheet 
Daily he added to his knowledge and 
skill in the craft. No phase of production escaped 
his alert observation. When, therefore, in 1890 he 
became superintendent of the steel range department 
of the Majestic Manufacturing Company, St. Louis, 
Missouri, he was fully 
equipped to render the high- 
est quality of service. In 1899, 
with Messrs. Engman, Sibley 
and Wolverton he organized 
the Malleable Steel Range 
Company of South Bend, In- 
became 


was 


iron work. 


diana, of which he 


superintendent. In 1912, to- 
gether with Mr. Engman, he 
organized the Engman-Mat 
thews Range Company of 
which he was vice-president 
and general superintendent 
until March, 1919, when his 
son Daniel Matthews su 
ceeded him. 


In the meantime, the Ban- 


ner Gas Range Works of 
South Bend, Indiana, was a 
project shaping itself into 


definite proportions; and in 
1916 it became an actuality 
with Lewis C. Matthews as 

president, an office which he 
still occupies with great credit to himself and_ profit 
to the concern. 

Through his connection with the range manufac- 
turing business, both in St. Louis, Missouri, and South 
Bend, Indiana, Mr. Matthews has become one of the 
best known range men in America. Indeed, in point 
of service, he is one of the oldest range builders in 
the country. He probably counts more friends and 
acquaintances in the trade than any other manufac 
turer. His popularity is due to his accurate knowl- 
edge and to the patient courtesy and genuineness of 
His is a rare combination of de- 
He is fond of fishing and 
renews his 


his friendliness. 
cisiveness and geniality. 
hunting. Like the 
strength and youth by contact with Mother Earth 


giant Antzus, he 
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UP TO THE MINUTE 
NEWS SIFTINGS 








PLANS A LARGE STOVE WORKS. 


The purchase of a large tract at Richmond and 
Tioga Streets, Philadelphia, Pennsylvania, by I. M 
Colquhoun, of Middletown, Pennsylvania, from the 
Balfour estate, is preliminary to the construction of a 
large stove works and housing operation for its em- 
ployes. 

Sixty-three thousand five hundred dollars: was paid 
for the land and a much larger sum will be. spent in 
its development. The purchaser is vice-president and 
general manager of the Wincroft Stove Company, 
Middletown, Pennsylvania, which is having plans pre- 
pared for a large foundry on part of the tract in Phil- 
adelphia, Pennsylvania, at Tioga and Bath. Streets, 
a pattern. shop between Bath and Cooper Streets 
and a number of houses on the Richmond Street 
front. 
leased or sold to employes on easy terms. 
other buildings will be erected later. 

~o-- 


NEEDS LITTLE MIXING WITH WATER. 


Offices and 


The Nickel Plate Stove Polish Company of Chi- 
cago, Illinois, makes the Black Jack Water Paste 
Stove Polish. Stove dealers will particularly appre- 
ciate this polish as it only requires a little mixing with 


water, no benzine being used. It can be used for old 


and new stoves with 
great satisfaction, and 
comes in five pound 
cans. The Black Jack 
Stove Polish gives a 
brilliant jet black polish, 
makes no dust and 


“oy 
WA leaves no odor and is 
good for stoves, ranges 
stove pipes. The 
Company has _ various 
other products, such as 
Peerless Aluminum Enamel for any surface where a 
bright enamel finish with frosted silver effect is de- 
sired; Peerless Gloss Black Enamel for stove pipes 
and all kinds of iron work; Hand Witch, a hand 
cleanser that is antiseptic and removes grime easily 
and quickly; Russian Asbestos Furnace Cement, for 
mounting and packing joints and seams in heaters, 
ranges, and stoves to.make them gas tight; etc. The 
Nickel Plate Stove Polish Company, 358 East Illinois 
Street, Chicago, Illinois, will be pleased to furnish 
their literature on any of their — 


if YET ay 


' sa Wis © IE 
Ss Lar ACK WITH NO DUST ooo ‘CHIC 
STE StovE POLISH C° 


Black Jack Paste Stove Polish, 





and 
Made by Nickel Plate Stove 


Polish Company, Chicago, 
Illinois. 


~e*@e- 


PURCHASES BIG STOVE WORKS PLANT. 


Isaac 


The A. Sheppard Stove Works, including 
seven buildings and a power house on a tract of 7% 


These houses, it was announced, will be either - 





acres, Erie Avenue and Sepviva Streets, Philadelphia, 
Pennsylvania, have sold to Max M. Sladkin, 
president of the Haverford Cycle Company. The 
property will be occupied by the Ace Motorcycle Man 
ufacturing Company, just chartered under the laws of 
Pennsylvania for the manufacture of motorcycles 


been 


“*se- 


SECURES PATENT FOR COMBINATION 
COAL AND GAS HEATER. 


Henry Lange, Quiney, Illinois, has procured United 
States patent rights, un. 
der number 1,315,518, for 
a combination coal and 
gas range, described in 
the following: 

A heater having an ash 
pit, a fire pot mounted 
thereon, and a_ burner 
surrounding the fire pot 

« and mounted on the ash 

2 pit, said burner and fire 

pot having cooperating 

portions so that the fire 
pot holds the burner down 
on the ash pit. 


+e - _ - -- 


ADDS NEW LINE OF REPAIRS. 




















In response to a growing demand, the National 
Stove Repair Company of Miamisburg, Ohio, has 
added boiler and warm air heater repairs to its large 
line of stove and range repairs. This company is now 
sending out a warm air heater repair catalogue to the 
trade, showing the different lines for which it has 
patterns. 


_—* 


TRADE-MARK TELLS QUALITY. 





The trade-mark of a manufacturer is akin to the 
good name of an individual. In court when a man’s 
good name has been injured he expresses his loss 
somewhat in this manner: “My good name and credit 
have been injured to the extent of $5,000.” And he 
asks the court to give him judgment in the sum named 
so that he may be compensated for the loss caused 
him. A trade-mark in the commercial world is the 
good name of the goods they adorn. Any breach in 
the quality of the trade-marked goods is a direct loss 
to the manufacturers. This is not new to them. They 
know it only too well. Hence, trade-marked goods 
are always up to standard. The loss would too over- 
whelming to the manufacturer to drop the quality be- 
low par. No better safeguard can be given to the re 


tail dealer. 
———————__~-0-+ — 


Did you ever notice that it is always the other fel- 
low who is luckier than yourself ? 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retailer 








AMERICAN ARTISAN AND HARDWARE RECORD 
is the only publication containing western 
hardware and metal prices corrected weekly. 
You will find these on pages 44 to 49 inclusive. 








The Clyde Cutlery Company, Clyde, Ohio, is plan- 
ning to enlarge its plant. 

The Morton Hardware Company, Birmingham, Ala 
bama, has increased its capital from $40,000 to $100, 
000. 

Property has been purchased by the Wicaco Screw 
and Machine Works, Philadelphia, Pennsylvania, for 
a $100,000 plant. 

The Saw and Knife Specialty Company, Cleveland, 
Ohio, was recently incorporated for $5,000 by W. F. 
Myers and others. 

The American Tap and Die Corporation, Green 
field, Massachusetts, plans to build a one and two 
story addition, to cost about $35,000. 

The McNeil Hardware and Furniture Company, 
McNeil, Arkansas, has been incorporated for $25,000 
by J. L. Davis, J. P. Weaver, T. E. Souter. 

The General Ash Can and Metal Ware Company 
12 West 27th Street, New York City, has been in 
corporated for $10,000 by I. J. Friedman, I. A. Ruskin 
and J. Klein. 


The buildings of the Morley-Murphy Hardware 
say, Wisconsin, will be doubled in 
size, work to be started this Fall. This company does 


a general hardware jobbing business. 


Company, Green 


The Miller-Cartwright Hardware Company, Harris 
burg, Pennsylvania, will open a hardware store, in the 
new Cartwright Building. The Company has been 
chartered with a capital stock of $20,000. 


ie 
HARDWARE CONGRESS AND EXHIBITION 
IS SET FOR FEBRUARY 1920. 

The Nineteenth Annual Convention and Exhibition 
of the Pennsylvania and Atlantic Seaboard Hardware 
Association, Incorporated, begins February 10, 1920, 
and continues the 11th, 12 and 13th. At the Phila- 
delphia Commercial Museum, Philadelphia, Pennsyl- 
vania, where the convention is to be held, will be dis- 
played the most comprehensive assortment of hard 
ware of the United States ever exhibited under one 
roof. Four hundred exhibitors of the hardware trade 
and its allied lines will display everything known to 
hardware and related industries. 

The exhibition contemplated has no precedent in 
history. Eighteen years’ experience in the staging 
of mammoth hardware exhibitions guides the Penn- 
sylvania and Atlantic Seaboard Hardware Associa- 
‘tion, Incorporated, in its task. Throughout the 1918 
and 1919 exhibitions given by them, even though dur 


ing the stress and uncertainty of war conditions, the 
amount of business transacted per hour while the ex 
hibition was in procession exceeded $20,000. 

An invitation is extended to all foreign merchants 
Considering the vigor with which international trade 
is undertaken since the ending of the war, every in- 
dication points to the attending of a large number of 
merchants from all parts of the globe. When foreign 
trade is so seriously considered by the majority of 
American manufacturers, there is no better medium 
of meeting merchants and manufacturers of other 
lands than this Congress and Exhibition of Hardware 
Merchants and buyers. 

Facilities for business transactions will be provided 
Interpreters in all languages will be present to give 
assistance in all cases where needed. 

In the matter of floor plans, showing space, terms, 
etc., full information will be furnished upon inquiry 
to Sharon E. Jones, Secretary of the Pennsylvania 
and Atlantic Seaboard Hardware Association, Incor 
porated, Fulton Building, Pittsburgh, Pennsylvania 

oo 


HARDWARE SECRETARIES’ CONFERENCE 
WILL BE HELD NEXT MONTH. 


or the purpose of dealing with questions affecting 
their departments, the National Retail Hardware 
Secretaries will meet at the Hotel La Salle, Chicago 
Mlinois, October 21 and 22, 1919. This conference ts 
to be followed by a meeting in the same hotel, October 
23 and 24, 1919, of the Hardware Mutual Fire Insur 
ance Secretaries. 


-~e- 


FORMS NEW HARDWARE FIRM. 


Holmes in the old firm of 
Holmes Detroit, 
Michigan, have been purchased by J. B. Hubbard 
The name of the concern has been changed to Jaynes 
The stock is to be thoroughly replen 


Che interests of W. J. 


and Jaynes, General Hardware, 


and Hubbard 
demands of the trade 


a 


HARDWARE CLUB NOMINATES MEMBERS 
FOR BOARD OF DIRECTORS 


ished to meet 


The Nominating Committee of the Hardware Clut 
of Chicago, of which 1D. T. Harris ts chairman, pro 
poses the following members for Board of Directors 


(srosse, | — 


and A\. H 


to be voted on October 3, 191g: ray. Gy 
Kandy, W. F 
Vayo. 

\ll these men have been active in upbuilding the 


Kennedy, LI. .\. Squibbs, 


Club and have been instrumental in carrying out th 
plans which find embodiment in the present flourish 
ing condition of the organization in its new quarters 
on the eleventh floor of the State and Lake Building, 
State and Lake Street, Chicago, Illinois 
















































ADDS BEAUTY TO INDUSTRY. 


It is fitting that the largest concern in the world 
manufacturing saws should have in mind, as long as 
twenty-three years ago, one of the most popular and 
important topics of the present day—reforestation. 





The accompanying picture shows a very fine avenue 
of hardy Norway maples on both sides of the long 
approach to the fifty acre factory of Henry Disston 
and Sons, Incorporated, Philadelphia, Pennsylvania. 

One of Disston’s long-time employes, when viewing 
this photograph, remarked: “Well do I remember the 











Tree-Lined Street Leading to Works of Henry Disston and Sons, 
incorporated, Philadelphia, Pennsylvania. 


old walk, and four times a day for many years I trod 
the path along with thousands of fellow-workers. lt 
was of cinders, trodden down, and in the summer this 
long, wide, deep bed of cinders seemed to absorb the 
hot rays of the sun and throw them out with redoubled 
vigor as you walked along. The improvement is a 
lasting and beautiful memorial to the thoughtfulness 
of Samuel Disston, whom all the boys called ‘Uncle,’ 
for reaching the shade of the wide-spreading branches 
of the maple trees one enjoys the cool, delightful stroll 
along the smooth cement pavement to the entrance of 
the works.” 

It is peculiarly interesting and seemingly contrary 
that Disston, whose saws for years have been used in 
denuding many thousands upon thousands of acres of 
timber should be planting, growing and preserving our 
beautiful shade trees. Manufacturing plants in out- 
lying districts and municipalities may well take note 
of this as an example which will bear emulating. 

~o- 


PATENTS RIFLE STOCK. 


Jacob Alexander Davidson, Elk Lake, Ontario, 


Canada, has been granted United States patent rights. 
under number 1,315,215, for a rifle stock, described 
herewith: 


In a rifle 
stock, the com- 
bination with 
the rifle frame. 
of a short 
stock secured in the frame, a metal base secured to 
said stock and having side arms extending alongside 
said stock and formed with notched projections at 
the base of said arms, a spring metal loop-shaped to 
form a stock extension having a butt the parallel side 
portions thereof having ends pivotally connected to 
the forward portion of the side arms of the metal 
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base of the stock, said arms being adapted to spring 
engage the notches in the projections of said base and 
adapted to be freed therefrom and swung alongside 
the rifle. 

Sitiemn 


BIG GAINS BY USING FACTS OF HEALTH 
DEPARTMENT IN SALE OF TRAPS. 


As evidence of fortunes made by the sale of small 
articles the well known five and ten cent stores stand 
out. Dealers are doing wisely when they avail them- 
selves of every opportunity to facilitate the sale of 
small articles. The rat trap may be taken as an ex- 
ample. The sale of these usually reaches a set average 
from year to year. Possibly, there is no attention 
whatever paid to the sale of them by the hardware 
dealer. The smallness of profit in the handling and 
the light call for the article seem to warrant their 
paying no attention in attempting to increase the out- 
put. 

A vigorous campaign for the extermination of rats 
has been started by the Chicago Health Department. 
They seek to bring to the attention of the public the 
vast destructiveness of rats. Dealers in helping them 
in this service, not only cause a saving in their neigh- 
horhood, but pocket a profit that would otherwise be 
paid out by prospective customers as part of the loss. 

Interesting facts concerning the destructiveness of 
this creature are contained in a bulletin issued by the 
Chicago Health Department. The extracts herewith 
given can be utilized by dealers in an advertising cam- 
paign to boost the sale of rat and other traps. A win- 
dow display with placards containing some of the fig- 
ures and facts, pointedly worded, is sure to multiply 
sales. When a purchase is made they can be used in 
ihe se‘ling talk to increase the number bought. 

“Uncle Sam estimates that there is at least one rat 
for every person in the United States. He also adds 
that this estimate is considered conservative, but that 
it coincides very closely with estimates made of the 
rat population in other countries of the world. 

“In Great Britain statisticians have figured that it 
Denmark fig- 
ures the upkeep at $1.20 per rat, while economical 
l‘rance estimates the cost to the people of that coun- 
try at $1.00 per rodent per year. If these may be 
considered as conservative estimates and applying 


costs the people $1.80 per year per rat. 


them to this country, they would approximate the 
one-half cent a day per rat and amount to $180,000,- 
000 a year the people of this country are paying for 
the support of their rat population. It should be 
noted, too, that these estimates do not include the 
damage and depredation caused by mice. 

“Because of their nocturnal habits rat depredations 
are frequently passed unnoticed. Here are a few ex- 
amples showing their destructive ability: Recently in 
a ship landing at an American port from Brazil with: 
40,000 bags of coffee it was found that 30,000 bags 
had been so badly damaged as to require re-sacking. 
The cost of this was over $2,000.00, exclusive of the 
loss of coffee and the damage adjusted with the ship- 
Afterwards it was found that about 200 rats 
An Iowa 


pers. 
on board this ship had caused the damage. 


farmer during a recent winter lost 500 bushels of 
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corn, one-fourth of his entire crop. And so it goes, 
throughout the country there is frightful economic 
loss due solely to rodents and the public’s indifference 
as to the importance of taking measures for their de- 
struction.” 


-—--_—_0-~@ e--—_ -- 


HINGES ARE PATENTED. 


Byrd C. Rockwell, Camden, Arkansas, has been 
granted United States patent rights for hinges, de- 
scribed herewith, 
1,315,418: 

Number 1,315,417: 


under numbers 1,315,417 and 


A hinge comprising a sup- 
porting member having a por- 
tion of one end bent into a 
plane substantially at right 
angles to the plane occupied by 
the body of said member to 
form a pintle the end of which 
is tapered, and a pair of sep- 
arately formed members pro- 
vided with apertures, one of which is adapted to re- 
ceive the body of the pintle, and the other adapted to 
receive the tapered portion of said pintle, said mem- 
bers when properly applied to the supporting member 
being spaced apart with the one position 
slightly above the bend between the body portion of 
the supporting member and the pintle thereon. 








lower 


Number 1,315,418: 

‘4 In a hinge of the class de- 
scribed, a member constructed 
from a section of wire which 
is bent near its center to form 
a loop adapted to receive a 





fastening device, the section of 
wire being extended from said loop to form a pair 
of substantially parallel legs, one of which is posi 
tioned immediately above the other, the end portion 
of the upper one of said legs being bent downwardly 
to form a vertically disposed pintle, and the end por 
tion of the lower leg being bent upwardly over the 
upper leg and thence outwardly at right angles to the 
plane occupied by the legs to form an attaching prong. 


KEEP UP WIT 





sili 
H YOUR COMPETITORS. 


You can not keep up with your competitor, says 
John Einig, if you do not belong to the retail dealers’ 
hardware association and attend the convention once 
a year. You can not keep up with the game if you 
are not a subscriber to at least one of the hardware 
trade papers. You can do a lot of scheming, planning 
and thinking as to how to conduct your business in 
the best and most profitable way, but you can not do 
any more than any other good man can do by himself. 
By keeping in touch with the doings of the trade 
through your trade papers, you can get the benefit of 
the experience of others combined with yours, and 
use both to a better advantage; you can see what 
new goods are being advertised ; you can keep up with 
today’s prices; you.can learn much about displaying 
your goods, arranging stock, pricing goods and sell- 
mg goods. You can tell when to buy and not to buy. 


we 


You can better tell the trade conditions at all times of 
the year. You can learn how to make money and 
how to save it. The best hardware men spend an 
hour a day reading the trade papers—not men who 
are just starting in business, but some who have been 
in the business all of their lives. They realize that 
they do not know it all, and can learn something from 
every issue. 
sittin 


DECIDES UPON DATES OF HARDWARE 
CONVENTION OF NORTH DAKOTA. 


The next annual convention of the North Dakota 
Retail Hardware Association will take place at Grand 
lorks, North Dakota, in the Grand Forks Municipal 
Auditorium, February 11, 12, and 13, 1920. This 
was decided upon at the regular meeting of the Board 
of Directors of the organization held last week in 
Garand Forks, North Dakota. In connection with the 
forthcoming convention, the Association contemplates 
staging an exhibition. The convention and exhibit 
promise to be the best ever held by the North Dakota 
Retail Hardware Association. Full information re- 
garding any of the matters pertaining to the conven- 
tion can be had by addressing C. N. Barnes, Secretary 
North Dakota Retail \ssociation, Grand 
orks, North Dakota. 


Hardware 


“ee 


PENNSYLVANIA HARDWARE JOBBERS 
HOLD INSTRUCTIVE MEETING. 


The Pennsylvania Wholesale Hardware and Supply 
\ssociation held an instructive convention in Wilkes- 
sarre, Pennsylvania, September 24 and 25, 1919. This 
organization has been in existence for many years. 
lts annual meetings are held at the Hotel Astor, New 
York City, in the spring. The fall meetings are held 
in Various cities in which members are located. A 
well arranged entertainment program for this meet 
ing was carried out to the satisfaction of all in at- 
tendance. Representatives came from many of the 
A sightseeing trip was taken to 
A banquet at the Hotel 


Reding followed the automobile trip. 


surrounding towns. 
various points of interest. 


°-ee _ 


ADD TO ADVANCEMENT OF BUSINESS. 


Theodore Roosevelt said, in substance, that it was 
the duty of every man to contribute to the advance- 
ment of his profession. This is also true of the busi- 
The more he knows about what he sells 


It naturally follows 


ness man. 
the better business man he is. 
that 
profitable basis, thus adding to the advancement of his 


he is more able to conduct his business on a 


trade or industry. 
“*e 


PRICES OF SCREEN DOORS GO UP. 


\ general advance of 15 per cent in the prices of 
screen doors went into effect this week. An increase 
of 5 per cent in prices of window screens is also now 
in force. These advances have been made necessary 
by corresponding increases in the cost of labor and 


materials. 
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COMPLETES ALL ARRANGEMENTS FOR 


THE “HARDWARE SPECIAL.” 


very needful detail for the smooth running of the 
‘Hardware Special” to the Twenty-fifth Annual Con- 
vention of the American Hardware Manufacturers’ 
\ssociation and the National Hardware Association 
of the United States has been worked out by the 
Committee in charge of arrangements. This Com- 
mittee is composed of T. J. Usher of the Chicago 
office of the Russell and Erwin Manufacturing Com- 
pany, E. R. Swift of the Stanley Works, and R. B 
Jones of the Clyde Cutlery Company. The “Hard- 
ware Special” wiil be run over the New York Central 
Railroad leaving the La Salle Street Station, Chicago, 
Illinois, Sunday, October 12, 1919, at 9:30 in the 
morning. The train will reach Atlantic City, New 
Jersey, about midday, Monday, October 13th, thus 
giving the delegates plenty of time to get settled 
before the opening of the joint conventions, which 
will be held October 14, 15, 16 and 17, 1919. A 
booklet explaining the “Hardware Special” and its 
many advantages is about to be issued by the Commit- 
tee. The following is an advanced copy of its text: 

“The Twenty-fifth Annual Convention of the 
American Hardware Manufacturers’ Association and 
the National Hardware Association of the United 
States, including Metal Branch and Automobile Ac- 
cessories will be held at Atlantic City, New Jersey, 
Tuesday, Wednesday, Thursday, and Friday, October 
14, 15, 16 and 17, 1919. 

“For the convenience of delegates, visitors and 
friends attending this convention, arrangements have 
heen made with the New York Central Railroad to 
give us a Special Train from Chicago through to 
Atlantic City, without change of cars, leaving Chicago 
Sunday, October 12th at 9:30 a. m., arriving at 
Atlantic City, 12:30 p. m. the following day. 

“This will be the Old-time Hardware Special—as 
in former years—and will run solid from Chicago to 
Atlantic City, and we hope all delegates going to the 
Convention will make arrangements to ride on this 
train. It will be a duplicate of the Twentieth Cen 
tury, having special features while en route. 

“We extend to you a most cordial invitation to enjoy 
the trip to Atlantic City on this train and hope you 
will arrange to go with us. Good fellowship and con 
geniality will prevail, thereby insuring a most-pleasant 
and comfortable journey. 

“Respectfully, 
T. J. UsHer 
E. R. Swir1 
R. B. Jones 
Committee.” 
Important Information. 

“Kindly fill in the enclosed card, stating what reser- 
vation is required on train, how many people in your 
party, names of each and mail same at once so that 
sufficient sleeping cars can be ordered. 

“Members arriving from the west should purchase 
their transportation to Chicago only, transferring their 
baggage to the LaSalle Street Station, where same is 
to be rechecked to go forward on the Hardware 
Special. 





“Tags will be furnished to be placed on baggage 

“Be sure and mail checks for your transportatio: 
(so we can mail your tickets promptly) to: 

T. J. UsHeEr, 
168 North Michigan Avenue, 
Chicago, Illinois. 
Personally Conducted All-Expense Tour. 

“Owing to the success we have had in former year- 
the Committee have decided to continue to make the 
trip on an all-expense plan thereby eliminating any 
expenditures en route. 

“The rates below will include transportation from 
the point at which you board the “Hardware Special” 
through to Atlantic City, all meals en route, Pullman 
accommodations, etc. 

Rates to Atlantic City. 


South Cleve 
Kate per person from Chicago, Bend, Elkhart, Toledo, land 
| in lower berth. ...$39.70 $36.60 $36.20 $30.00 $25.00 
1 in upper berth... . 38.70 35.60 35.20 29.00 24.04) 
1 in compartment. . 49.50 15.80 15.40 37.50 30.00 
2 in compartment. . 43.50 3R.RO 38.40 31.50 26> 
2 in drawing room. 44.50 
3} in drawing room. 41.50 


Rate per person Buffalo to Atlantic City 


in lower berth. .. .$18.50 
in upper berth. 18.00 


All Aboard! 

“Special train will leave LaSalle Street Station, 
Chicago, Sunday, October 12th, at 9:30 a. m., via New 
York Central Lines to Buffalo and Pennsylvania Rail 
road to Atlantic City, without change of cars. Train 
consisting of a Buffet, Library car, Diners, Sleepers 


and Compartment cars. 
“The itinerary of this train will be in accordance 
with the following schedule : 


Leave Chicago, Illinois...... . 9:30 a.m. (C. T.) Oct. 12 
Leave Englewood, Illinois.......... 9:45a.m. (C. T.) Oct. 12 
Leave South Bend, Indiana........11:25a.m. (C. T.) Oct. 12 
Leave Elkhart, Indiana............11:55a.m. (C. T.) Oct. 12 
Arrive Toledo, Ohio............... 2:40 p.m. (C. T.) Oct. 12 
Leave Toledo, Ohio............... 3:45 p.m. (E. T.) Oct. 12 
Leave Cleveland, Ohio............. 6:10 p.m. (E. T.) Oct. 12 
Arrive Buffalo, New York......... 10 :30 p.m. (E. T.) Oct. 12 
Leave Buffalo, New York.......... 11:00 p. m. (E. T.) Oct. 12 
Leave Harrisburg, Pennsylvania. ... 8:10 a.m. (E. T.) Oct. 13 
Leave North Philadelphia..........11:00a.m. (E. T.) Oct. 13 
Arrive Atlantic City, New Jersey. .12:30 (FE. T.) Oct. 13 


Headquarters. 

“The headquarters of the convention will be at the 
Marlborough-Blenheim. Other leading hotels in close 
proximity to the Blenheim are, the New Traymore, 
srighton, Dennis and Shelburne. Reservations should 
be made immediately, direct with whichever hotel you 
may choose, as rooms and accommodations at Atlan- 
tic City for the week commencing October 12th are 
rapidly being taken on account of the large number 
of delegates who will attend this convention. 

Program of the Hardware Special While Enroute. 

“Luncheon will be served at 11:00 a. m. until 2:00 
p.m. A banquet will be served Sunday evening and 
we will have sufficient diners to take care of all mem 
bers at two settings. While the banquet will be dry. 
yet there will be plenty of water on board so that 
those who have suffered from thirst in former years 
will be well taken care of. A handsome souvenir will 
be presented to the ladies, so, gentlemen, be sure to 
bring along your wife, mother, sweetheart or sister 
so we will all have a grand old time. 

“The Committee will look forward to seeing all of 
the old-time friends and many new ones. 
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“The Hardware Club of Chicago, State and Lake 
Building, corner State and Lake Streets, Chicago, ex- 
tends a most hearty welcome to all delegates and 
friends, who will attend the Convention, to visit their 
Club Rooms while in Chicago. The Club will be open 
until 11:30 p. m., Saturday, October 11th. 





ADVERTISING CONVENTION SHOWS THE 
SALESMAN HOW TO ANALYZE 
HIS ABILITIES. 


How the salesman can learn to analyze his abilities 
and his own needs, and how, by such means, he can 
improve his methods, increase his earnings and give 
better backing to a firm’s advertising, was the subject 
of the discussion at the retail division of the conven- 
tion of the Associated Advertising Clubs in New Or- 
leans, Louisiana, September 23, 1919. Frank E. Fehl- 
man, of New York, a recognized expert in better mer- 
chandising methods, was the speaker. Mr. Fehlman’s 
talk follows: 

“The modern salesman is finding it a little bit more 
difficult to increase his income than the average union 
laborer. This is because many stores are now basing 
salaries on net returns. 

“Some stores sell on a 4 per cent basis, some as 
high as 8 per cent, while many pay only 2 per cent 
Regardless of the commission, the salesman must sell 
more merchandise if he is to increase his income, and 
the only way that he can make these increases is care- 
fully to study the four general divisions which thou- 
sands of other salespeople have studied in the last 
ten years. They are: 

1. Appearance. 

2. Language. 

3. General Intelligence. 

“As to appearance, almost every large department 
store now has a standard for their saleswomen. Why 
they have never studied the appearance of their sales- 
men is something | have never understood. In the 
clothing and shoe fields a great deal of progress has 
bee made in the general appearance of the salesman 

“I have always believed that these things should be 
carefully considered by a salesman—first his haircut. 
then the collar, shirt, clothing, shoes, and the appear 
ance of his face and hands. 

“Out of a group of a hundred salesmen, you will 
seldom find more than ten men who are well groomed 
and who have a clean appearance. 

“A sales conference in New York at one time 
analyzed more than 100 men having other men pass 
on the men examined. Eight men had haircuts that 
passed; twenty had collars that were the right size 
and right style; ten had neckties that harmonized with 
their shirts; fifteen had shirts that fitted and were of 
the right sleeve length; twelve had suits that fitted 
and were pressed and clean; while only eighteen had 
shoes that fitted with heels that were not run down 

“It is a hard matter to criticize a salesman’s ap 
pearance, but if the salesmen and saleswomen are not 
carefully groomed, absolutely clean from head to 
foot, and trim in appearance, they lose greatly as the 
“ustomer approaches them. 

“Any salesman can dress better for the same amount 


of money. The trouble with most salesmen is that they 
compromise and buy cheap things. They do not study 
colors and-almost invariably, they are too ‘flashy.’ If 
their appearance is right, customers sense it very 
quickly, and, the customer unconsciously buys more 
readily. 

“Now, as to language—there are more than 600,000 
words in the English language, but the average sales- 
man uses less than 5,000 in his daily selling. 

“There are four simple ways of improving his 
English. 

“First, study grammar, using a simple book entitled 
‘Business English for Evening Schools,’ published by 
the American Book Company, by William E. Chan- 
cellor. I selected this book out of 700 grammars. | 
had a school teacher spend seven months checking 
up every grammar published and found this one to 
be the best. The book can be digested in four to six 
weeks and will give any salesperson an entirely new 
idea of business English. 

“Another method of improving your language is to 
read books rich in descriptive matter, such as those 
which Dickens wrote. Dickens was an artist in de- 
scribing things. Of course, the stories are good in 
themselves, but the idea is to learn how to describe 
things accurately and create mental pictures for the 
customer. 

“Another way to improve your English is to write 
continuously. Sit down every night and write two or 
three advertisements on the merchandise you are sell- 
ing. Show them to your wife or to your associates in 
business, and get them to criticize them. Writing six 
advertisements a week of 100 words each means that 
you have written 600 words each week, and if you 
continue it every week for a year, you will write 30,000 
words in a year. This would show how meager is 
your vocabulary. 

“Another method is to cultivate the acquaintance 
of lawyers, men with college educations. Spending a 
half hour or so with such people will show you the 
importance of clean, pure, business English. These 
people were compelled to study good English. They 
had to go through college to get their degrees. They 
associate with people who talk pure English. 

“If a salesman’s appearance is 100 per cent and his 
language is accurate, clean, and free from slang, he 
has an advantage over the other salesmen, who are 
careless about their appearance and pay no attention 
to their vocabularies. 

“By general intelligence is meant that the salesman 
must study merchandise. 

“Salesmen selling men’s underwear would never 
attempt to sell a man from ten to twenty suits at the 
beginning of the season. Yet there are thousands of 
men who don a clean suit every morning. A salesman 
who uses two suits during the week can’t understand 
how anyone could be so extravagant. You have got 
to live the lives of other people mentally if you are 
going to sell them large quantities of merchandise. 

“Women think nothing of buying three or four 
hats, or as many as a dozen, during the season, whik 
many men never think of buying more than two hats 
during the year; straw for the summer and soft or 
stiff for the winter. 
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“If you get out of your own environment and 
improve your general education regarding people you 
will find that there are hundreds of reasons why a 
man should buy four hats a year instead of two. 

“You will find the importance of selling women a 
full case of canned tomatoes instead of two cans. 

“One of the reasons why the salesman in the 
average store is so far behind in his selling education 
work is because schools have never been established 
for him. Manufacturers pay little attention to him, 
while the average employer is always afraid he is 
going to ask for more money. 

“In the more progressive stores, the employer is 
glad to encourage his salespeople to expect more 
based on their actual sales. 

“I know one store in Chicago which used to pay 
as an average of $30 which is now paying an average 
of $70 on a three and a half per cent basis. 

“There are hundreds of books now published and 
many courses in salesmanship which are designed par- 
ticularly for the retail salesman. 

“The salesman of the next generation is going to 
lift himself entirely out of the groove of present day 
salesmanship, and | think he will do it largely by 
studying his own appearance, his own language and 
his general intelligence. Improvement must and _ will 


come through his own efforts.” 
—— oo 


SELF-PITY WEAKENS CHARACTER. 


Self-pity, sympathy-soliciting, wishing and wailing, 
will only let you down lower. Brace up. Brush up. 
Think up. And you will get up. Think down. Look 


down. Act down. And you will stay down. Paint 
your face with a smile. Advertise that you are a 
success. Then, think and work for it. 

Whatever you think you are, is the price they 
will pay. 


The world knows but little of failures, and cares 
less. The world only watches the successes. Few 
people care a continental for your failure, few, if any, 
will help. You may sit and magnify your mistakes, 
mourn and go mad over your blunders, but men will 
only smile that cynical smile and say of you: “THe 
is no good.” Stop worrying over things that can’t be 
helped, and go and do things that can be done. 








MOVES TO NEW ORLEANS, LOUISIANA. 

With the object of securing more central location 
and greater facilities, the office and headquarters of 
H. P. and B. D. Chenoweth, hardware jobbers, will 
be moved from Birmingham, Alabama, October 1, 
1919, to 713 Union Street, New Orleans, Louisiana. 
The business is to be conducted under the name of 
H. P. Chenoweth Company. 





PROGRESS WAITS FOR NO MAN. 


Every since Noah invented the follow-up system 
when he sent out his dove in search of signs of the 
abatement of the flood, business has been in a constant 
state of advancement. If you are in business you 


can not stop where you are in respect to methods of 
conducting business. 


Progress waits for no man. 








| ential 
OBITUARY. 


Morgan L. Ott. 
A long and well spent life ended on the evening of 
September 18, 1919, in the person of Morgan L. Oit, 
at Wheeling, West Virginia. Though death was not 


_ unexpected, on account of the old age and illness of 


Mr. Ott, it came as a surprise to his numerous friends, 
Mr. Ott was born at Woodstock, Virginia, Augus: 
3, 1828. He received his school training at Rev. Dr 
McClaskey’s school, West Alexander, Pennsylvania. 
\fter leaving school he conducted his father’s busi 
ness until five years ago. The business now goes un- 
der the name of the Ott-Heiskell Hardware Com- 
pany. He is survived by three children, Mrs. Charles 
Burlett Hart, Charles B. Ott, vice-president of the 
Eagle Glass Manufacturing Company of Wellsburg, 
West Virginia, and Miss Florence M. Ott. 
teeter 
OPPORTUNITIES FOR FOREIGN TRADE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 


The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 


_  40643.—The representative of a firm in South Africa is 
in the United States and desires to secure an agency and 
also purchase agricultural implements, household equipmert 
and utensils. Reference. 

‘(444.—The representative of an American firm who is 
soon to leave for Roumania desires to secure additional 
agencies on a commission basis for the sale in that country 
of hardware and agricultural implements. References. 

40645.—An agency is desired by a merchant in Czecho- 

slovakia for the sale of steel tools and general merchandise 
Correspondence should be in Polish. 
_. 30646—A Spanish merchant established in the United 
States, having representatives in Spain, is about to visit that 
country and desires to secure agencies for the sale of tools, 
hardware, lathes, electrolitic copper wire, iron plates, etc 
References. 

30648.—A merchant in Switzerland desires to purchase 
and later secure an agency for stoves, knocked down, to be 
mounted in Switzerland, or already mounted for packing in 
the United States. Terms, cash. Correspondence should be 
in French or German. Reference. 

30650.—An agency is desired by a man in Italy for the 
sale of automobile accessories, and pneumatic tires. Quota- 
tions should be given c. i. f. Italian port. Correspondence 
should be in Spanish. References. 

30651—A merchant in Switzerland desires to secure an 
agency for the sale of cutlery, etc. Correspondence may be 
in Fnelish. Reference. , 

40688.—An American firm with an established branch in 
Australia desires to secure an agency for the sale in that 
country of hardware, tools, house furnishings, cutlery, enamel 
ware, aluminum ware, etc. Reference. 

30689.—A manufacturer in Czechoslovakia desires to 
purchase and secvre an agency for the sale of automohile 
passenger cars, and motor trucks. and automobile accessories. 
and tires. Correspondence may be in English. 

_  307083—An American exnort company with branches 
in the principal cities of Europe desires to secure agencies 
for the sale of all lines of merchandise. References. 
80705.—An agency bureau in Bosnia desires to establish 
relations with firms with a view to introducing American 
goods into that courtrv. Samples with price lists and terms 
of ssle should be forwarded. Correspondence may be in 
Engtich. References. : 
30667.—Agricultural imnlerents motorcycles and tires 
are requ‘red hy a man in Cvechnclovakia, He also desires to 
secure agencies. Prices and catalogues are requested. Pay- 
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ment in United States currency. Correspondence may be in 


english. 
, 8 30670.—A merchant in France desires to purchase bi- 
cycles and parts. Correspondence should be in French. Ref 
erences. 

30675 —A merchant in Arabia desires to purchase 500 
each of tires and tubes to fit Ford motor cars, 300 spark 
plugs, and 25 magnetos. Quotations should be given c. i. f. 
destination. Payment against documents through bank. Ref- 
erence 

30696.—A firm in England, with agencies established on 
the West Coast of Africa, desires to represent American ex- 
porters of hardware and general merchandise. References. 

30702.—An agency is desired by a man in Denmark for 
the sale of general merchandise in Holland, Poland, Sweden, 
Denmark, Finland, Germany and Russia. Correspondence 
may be in English. Reference. 





COMING CONVENTIONS. 





The American Hardware Manufacturers’ Association 
Marlborough-Blenheim Hotel, Atlantic City, New Jersey, 
October 15, 16, and 17, 1919. F. D. Mitchell, Secretary, 4106 
Woolworth Building, New York City. 

The National Hardware Association, Marlborough-Blen- 
heim Hotel, Atlantic City, New Jersey, October 15, 16, and 
17, 1919. T. James Fernley, Secretary, Philadelphia, Pennsyl- 
vania. 

National Retail Hardware Secretaries, Hotel La Salle, 
Chicago, Illinois, October 21 and 22, 1919. 

Hardware Mutual Fire Insurance Secretaries, Hotel La 
Salle, Chicago, Illinois, October 23 and 24, 1919. 

Automobile Accessories Branch of the National Hard 
ware Association, Hotel Sherman, Chicago, Illinois, Decem- 
ber 8 and 9, 1919. A. H. Nichols, Chairman, Detroit, Michi- 
gan. 
Oklahoma Hardware and Implement Association, Okla- 
homa City, Oklahoma, December 9, 10, and 11, 1919. W. B 
Porch, Secretary, Oklahoma City, Oklahoma. 

Pacific Northwest Hardware and Implement Associa- 
tion, Davenport Hotel, Spokane, Washington, January 20, 
21, 22 and 23, 1920. E. E. Lucas, Secretary, Hutton Building, 
Spokane, Washington. 

Oregon Retail Hardware and Implement Dealers’ Asso- 
ciation, Imperial Hotel, Portland, Oregon, January 27, 28, 
29 and 30, 1920. E. E. Lucas, Secretary, Hutton Building, 
Spokane, Washington. 

Kentucky Hardware and Implement Dealers’ Association, 
the Armory, Louisville, Kentucky, January 28, 29, 30, and 31, 
1920. Hardware, Implement, and Vehicle exhibit. J. M. 
Stone, Secretary, Sturgis, Kentucky. 

Nebraska Retail Hardware Association, Lincoln, Nebras 
ka, February 3, 4, 5, 6, 1920. Nathan Roberts, Secretary. 
Lincoln, Nebraska. 

Wisconsin Retail 
Wisconsin, February 4, 5, and 6, 1920. 
tary, Stevens Point, Wisconsin. 

Michigan Retail Hardware Association, Hotel Pantlind, 
Grand Rapids, Michigan, Februarv 10. 11, 12 and 13, 1920 
Exhibit in Furniture Exhibition Building. Arthur J. Scott 
Secretary. Marine City, Michigan. 

_ Pennsylvania and Atlantic Seaboard Hardware Associa 
tion, Bellevue Stratford Hotel. Philade!phia. Pennsylvania 
February 10, 11, 12, and 13, 1920. Exhibition in Philadelphia 


Hardware Association, Milwaukee 
P. J. Jacobs, Secre 


Commercial Museum. Sharon E. Jones, Secretary, 1314 
Fulton Building, Pittsburgh, Pennsvlvania. 

North Dakota Retail Hardware Association, Grand 
Forks, North Dakota, February 11. 12 and 13, 1920. Hard. 


ware exhibit in Grand Forks Municiral Auditorium. C. N. 
Barnes, Secretary, Grand Forks, North Dakota. 

_ Minnesota Retail Hardware Association. St. Paul Andi. 
torium. St. Paul. Minnesota. February 17. 12 19 and 20, 1990 
H. O. Roherts, 1030 Metropolitan Life Building, Minneapolis 
Minnesota. 

New York State Retail Hardware Association. Onon- 
daga Hotel. Svracuse. New York. Fehbrnarv 17. 18, 19 and 20, 
1920. Exhihition in State Armory. John B. Foley, Secretary. 
807 City Rank Building. New York Citv. 

: _ Missouri Retail Hardware Association. St. Joseph Andi 
yorium. St. Josenh, Missouri. February 17. 18 and 19. 1990 
iarecherer, Secretary, 5136 North Broadway. St. Louis 
R New Fneland Hardware Dealers’ Ascociatinn, Mechanic<’ 
rogtine Raston, Massachusetts, Fehrvary 9% 94 and 95. 
ee George A. Fiel, Secretary, 19 High Street. Roston. 
J assachucetts, 
ow Hardware Association Hotel Giheon, Cincinnati. 

10. Fehrvary 24 9% 26 and 27, 1990, James B. Carson. 
ecretary, Davtan, Ohin. 

Stove Founders’ National Defence Accaciotinn. Rostan 
sEemneetig Mav 11. 1920. R W Sloan. Secretary, 826 

onnell Rnilding. Scranton. Pemnsvlyania, 
Mu Natianal Acencintion af Stave Moanewhartuparcc Pacton 
SeamaChomcatte May 12 and 12 1999 Pahert © Wand. Sec. 
“tary. National State Bank Building, Troy. New York. 


RETAIL HARDWARE DONIGS. 


Arkansas. 

Articles of incorporation have been filed for the Dan 
Miller Hardware Company, and the O’Shea-Hinch Hard- 
ware Company, Ft. Smith, Arkansas, both of which were or- 
ganized by D. N. Miller and the organizations hdve taken 
over the City Cash Hardware Company and the O’Shea and 
Hinch Hardware Store. D. N. Miller is president of both 
companies. The Dan Miller Hardware Company has a cap- 
ital stock of $25,000 and the O’Shea Hinch Company has a 
capital stock of $75,000. 





Colorado. 

Ellingwood and Hauck, Rocky Ford, have sold their 
hardware store to the Rocky Ford Hardware Company. 
lowa. 

A. Weir has bought the hardware store of Perryman and 
Weir at Elliott. 

R. L. Dunn has opened a hardware store at Ridgeway. 

The Buckley hardware business has been purchased by 
W. C. Clark. 

Wells and Stump will open a hardware store at Hed 
erick. 

Kansas. 

The Lindsborg Hardware and Seed Company, Lindsborg, 
has disposed of its hardware stock to Mr. Glaus Hubenett 
and Mr. Ed. Olson of Windon, Kansas. 

The hardware store at 918 East Douglas, Wichita, which 
was in the hands of the Federal Court acting as receiver, 
has been purchased by J. A. and F. P. Youngmeyer. 

\ deal has been consummated between Charles Mages 
of Princeton and G. Z. Prize of Richmond, whereby the 
former becomes owner of Price’s Hardware Store. 

F. A. Bruner has sold his hardware store at Homewood 
to the Star Grain and Lumber Company. 

J. W. Crancer and Son have purchased the hardware 
business. of T. B. Vallett and Son at Salina. 

Massachusetts. 

C. A. Maynard, Green Street, Northampton, '’ Massa 
chusetts, manufacturer of garden tools, plans to rebuild his 
forging shop which was recently damaged by fire. 

Minnesota. 

Olson and Seitzer Hardware Company, St. Peter, will 
open for business in about six weeks. 

Liddle and Bergan have bought a hardware store at 
Rochester. 

Kirschbaum and Blake have bought the Seeman hard 
ware store at Milray. : 

Missouri. : 

The Drake Hardware Store, Carthage, has been sold t 
A. F. Carmen, L. J. Reynolds, W. A. Corl and J. D. Reynolds 

The hardware stock of McCrea and Company at Marys 
ville has been sold to Jacob Sparks. 

Nebraska. ’ 

T. O. Brownfield has sold his hardware store at Overton 
to R. W. Wallace. 

Julius Peterson has sold his stock of hardware to C. M 
Christensen and Charles Hanson of Blair. 

Fred Romberg has bought the hardware store of Herman 
Rexim at Scribner. 

North Dakota. 

Beach and Timmer will open a hardware store at Bis 
marck. 

Ohio. 

The Garfield ‘Hardware Company, Cleve'and, Ohio, has 
been incorporated for $5000. The incorporztors are Tuny 
Citantonia, Vincent De Palma, Charles Vitantonio, Jessie 
Vitantonio and Rose De Palma. : 

Oklahoma. 

Loy-Reed Hardware Company, Stillwater. has been 
chartered with carital stock of $14,000 by Arlin T. Loy, Paul 
W. Reed, Robert L. Lov. 

C. B. Gump, Tulsa, bought the :controlling: interest in the 
Sovthern Hardware Company, 317. :South Main Street. He 
will combine the stock of his old store with his new business 

Pennsylvania. 

The Swalm Hardware Company, Pottsville.: has merged 
with the Nat’onal Hardware Stores. Incorporated. Mr. ‘A 
H. Swalm will remain as manager of the store. 

The E. Te Fraim Lock Comnany, Lancacter, is having 
p'ans drawn for a machine shop, 1-story, 44x32 feet. 

Tennersee. 

The Everett Hardware Company’s stock at Snarta. Ten 
nessee. has been sold to the Mayberry and Billbrey Hard 
ware Company. 

South Dateta, ° 

Will Krieger is now conducting a hardware business at 
St. Charles. 

Wiserrer'n, 

John Dorr and Arthvr Kildow. Whitewater, have pur 
chased °~ irterect in the Crumb and Hi'l Hardware Store. 

A. W. Grvnwaldt has sold his hardware store at Oconto 
to Frark Svehn4a, 

Creenherl Penthers hove nurchaced the hiui'd'na of Teaac 
Higgins at Lone Rock and wil! open a hardware store there 
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AUTOMOBILE 








The Auto Speciality Manufacturing Company, St. 
Joseph, Michigan, will build four additions costing 
$100,000 each. 

The Robert H. Hassler Company, 
Indiana, maker of automobile parts, has started on an 
addition 100 x 120 feet. 

The Lockport Auto Radiator Corporation has been 
incorporated with $30,000 capital, by J. L.. Branch, 
(. D. Nye, and F. M. Capeil. 

The Fixit Body and Fender Repair Company, 
Cleveland, Ohio, has awarded contracts for a plant, 
62 x 100 feet, to cost $45,000. 

The Norde Manufacturing Company, Detroit, 
Michigan, has been incorporated for $100,000 to make 
auto parts, by Frank M. Pauli. 

Plans are being prepared by the Fitzgerald Manu- 
facturing Company, Winsted, Connecticut, for a 
plant to manufacture automobile accessories. 

The M. R. Shafter Company, 3750 Broadway, New 
York City, has been incorporated with a capital of 
$20,000 by M. R. and V. F. and B. J. Shafter. 

The National Auto Accessories Company, New 
York City, has been incorporated with $25,000 capital, 
by H. and M. and L. Epstein, 127 West 112th Street. 

D. Edelman and Company, 351 East Ohio Street, 
Chicago, manufacturer of automobile accessories, has 
bought a site on which a plant costing $250,000 will 
he erected. 

The American Auto Radiator and Lamp Works, 
Salem, Massachusetts, has been incorporated for 
$3,000 by Justin W. Dowst, Morris Sherin and Abra- 
ham Glovsky. 

The Mobliex Accessory Company, Jamestown, New 
York, auto accessories, has been incorporated with 
$25,000 capital, by A. Wedeborg, A. E. Tunberg, and 
W. E. Tiffany. 

The Cushman Auto Tool Company, Champaign, Lh 
nois, has purchased the plant of the D. F. Boyer 
Handle Company and the Danville Handle Company 
of Danville, Tilinois. 


Indianapolis, 


The Auto Equipment Company, Erie, Pennsylvania, 
has been incorporated with a capital of $10,000. The 
incorporators are G. J. Miller, E. M. Miller, Albert 
FE. Richards, and others. 


The Milwaukee Cycle and Auto Supply Company, 
Milwaukee, Wisconsin, has been incorporated for 
$20,000. Robert A. Hess, H. Klatte and Ben Nish- 
nefsky are the incorporators. 

The Wald Manufacturing Company, Sheboygan, 
Wisconsin, makers of automobile and motorcycle 
parts and accessories, have increased their capital 
from $30,000 to $90,000 and will build a machine 
shop addition. 


SOLD BY HARDWARE DEALERS 





ACCESSORIES 





CONGRESS PLANS TO STOP AUTO THEFTS 
BY DRASTIC ACTION. 


Automobile thefts have increased to an alarming 
extent in recent years. In many parts of the country 
the penalty inflicted for car stealing was so lenient as 
almost to invite criminals. A measure has been intro- 
duced in Congress by Representatives Dyer and New- 
ton on behalf of the National Automobile Dealers 
Association, which, if passed, will have a decided in- 
fluence in stopping the thefts. Ten years’ imprison 
ment is the maximum penalty prescribed by the bill 
The measure will be known as the Metor Vehicle 
Theft Act. 

In order to include within the constitutional power 
of Congress the prosecution of automobile thefts, diffi- 
culty was met in determining whether an automobile 
was “interstate commerce” when driven from one 
state to another. Upon this technicality rests congres 
sional jurisdiction in the matter. Up to this time the 
United States Supreme Court has not advanced an 
opinion on the cases coming before it, as to whether 
automobiles plying between different states was “in- 
terstate commerce.” Section I of the Motor Vehicle 
Theft Act places all automobiles in the country under 
the jurisdiction of Congress by defining “interstate 
commerce” as follows: “The term ‘interstate com- 
merce’ as used in this act shall include transportation 
from any state or territory or the District of Columbia 
to any other state or territory or the District of Co- 
lumbia to any foreign country.” 


a 





TIRE BUSINESS LEADS TO GAINFUL 
SALES IN OTHER AUTO SUPPLIES. 


It is said that in the United States there are about 
4,500,000 automobiles. The amount of money spent 
on tires by all automobile owners combined amounts 
to $550,000,000. That much money is spent by car- 
owners on tires alone for one year.“For each car the 
average amount is estimated at $125. The autoist has 
not yet been discovered who manufactures his ow® 
tires. Therefore, some dealer makes a percentage of 
profit by catering to the tire needs of every single one 
of the 4,500,000 automatic owners. 

The car-owner spends his money on tires where 
he thinks he gets the most value for it: Do you get 
it? If the prospective customer lives in your neigh 
borhood you ought to. There is something lacking i” 
either the quality, price, or service that permits your 
competitor to get business you could have. What is it’ 
In finding that out and remedying the cause for it lies 
a means of ‘adding to’ your stock turnover and co” 
sequently to your profits. Once you gain and satisfy 
buyers on tires, the way ‘is open for sales of tubes. 
pumps, .air caps, repair.. supplies. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








An excellent example of bringing to the attention 
of the. reader an article designed to lessen drudgery 
and ease housework is depicted in the advertisement 
of Lane and Evans, appearing in the Milan Repub- 
lican, Milan, Missouri. The price set immediately 
under the assertions of its labor-saving qualities is a 


Handy Fruit Jar | 
Holders 


MAKE HOME CANNING EASY 
Price 10 Cents, 
Set of Six 60 Cents 
Parcel Post 
1c Each 


You do your own canning by filling jars with raw, * fresh 
frust, vegetables, or any other food you wish to can; and then can 











FRUIT canned this way has a much better flavor; it stavs 
whole and keeps its flavor. . 


IT IS EASY 


YOU DO NOT HAVE TO STAND OVER A HOT 
STOVE STIRRING FRUIT TO PREVENT SCORCHING 


You do not have to handle hot jars and covers, or be in dan 
ger.of stalding your hands by pouring hot fruit into yars. 


WILL KEEP BETTER BECAUSE 


the Fruit Jars, Rubber Rings and Covers will be Sterilized prop 


erly, and all at the same time. 








YOU use less fuel and do your canning in shorter ume 

Wuh HANDY FRUIT JAR HOLDERS you do not 
need a special boiler. You can use any large covered kettle or 
boiler you may have on hand. 

As the fruit to be canned 1s cooked right in the jars. you 
do not even need a preserving kettle 


Handy fruit jar holders are made in ONE SIZE ONLY 
and will fic PINTS, QUARTS and HALF GALLON JARS 
OF ANY MAKE. 


LANE & EVANS 


Rubber Rings 10c dozen 
MILAN, MO 


Mason Jar Tops 35c dozen 
PHONE No. 











good point and will lead the reader further even if 
there is no pressing necessity for the goods as the 
price may warrant its purchase for a tryout. The 
lessening of labor is a desire of everyone. The lazy 
Wish to get through with what labor they must do 
and the industrious seek to lessen labor in order that 
they may accomplish more. 

The outstanding heading, “It Is Easy,” therefore, 
Picturing the inconveniences attendant upon the work 
of canning and the lack of it when the holders are 


b 


used is a very strong point in the advertisment. There 
is nothing more exasperating to the housewife than 
to find that her hard and careful labor has gone to 
waste when she comes to open her canned goods, And 
the argument that labor will be lessened, punctuated 
with the statement that the contents of the jars will 
keep better, is one that will appeal to all who eve1 
had anyhing to do with the canning of fruits, vege 
tables, or any other foods. 
a 

The attention of builders will be attracted by the 
piquant heading of the advertisement of the J. R 
Sower Hardware Company, which appeared in The 
State Journal, Frankfort, Kentucky. Whenever a 
special group of persons is addressed in this manner, 
it will strike their eye above all else that may appear 
on that page. The business of a man occupies most 
of his attention. Even when he is at home or at a 





Attention, Builders! 


We have just received a 


LARGE SHIPMENT OF 
Galvanized and Painted 


Metal Roofing ~ 


and now we are in position to make'spedal prices and 
give prompt delivery. We also have a complete stock of 
FAMOUS FAMOID RUBBER ROOFING 
1, 2and3 Ply. “The Guaranteed Kind.” 


Prompt attention given all orders intrusted to ys. 





J. R. Sower Hardware So. 


Incorporated 


Opposite Court House 


Both Phones No. 16 





social affair, his attention will be gained when he is 
addressed as in this advertisement. 

The information contained in the body of this ad 
vertisement presupposes a shortage of the goods in 
question. This will have a double effect upon build 
ers. The advertiser shows good judgment in setting 
out the material received. A building might be near 
ing completion. The building can not be completed 
hecause of shortage of material. The manufacture: 
is anxious, and the information that the material 1s at 
hand will interest him. 

-_ 

The Time to Advertise is when you have something 
salable to sell, the courage to advertise right, and a 
competent advertising man to handle the business. 
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HEATING AND VENTILATING 








HEAT ABSORPTION VARIES ACCORDING 
TO KIND OF MATERIAL. 





Material used in the construction of a house has a 
great bearing on the efficient warming of the rooms. 
Brick and stone are porous and absorb a considerable 
quantity of water during rainy weather. Where the 
precaution of placing a proper damp-course in the 
walls a little way above the ground is not taken, 
moisture works upward from the ground by capillary 
action. This is especially true where the ground is 
somewhat marshy. It is a generally known fact that 
dampness has a very cooling effect in the presence of 
heat. The material contained in the furniture in the 
rooms is a factor in determining the quantity of heat 
necessary in the proper warming of the rooms. The 
reason is that moisture is absorbed by the wood and 
other material used in the construction of the furni- 
ture. Bare outer walls, or walls covered with pictures, 
will allow of a good deal more leakage of heat than 
walls, for instance, that are lined with bookcases or 
other similar articles. These points are undoubtedly 
worth the attention of heating engineers. Better heat- 
ing can be installed with a knowledge of them. How- 
ever, it is to be feared that too often they escape at 
tention. 

lll aiaiieinintabiity 


COMPOSES HUMOROUS AND TENDER 
VERSE WITH EQUAL FACILITY. 


The warm air heating industry is not all prose. It 
needs no nimbleness of imagination to find essentially 
poetic associations in its seemingly dull routine. The 
picture of a cozy home, made possible by the installa- 
tion of a warm air heater, with adequate registers, has 
all the elements of romance. Love and laughter, the 
alluring melody of children’s voices, cheering books, 
pleasant visits from friends, delightful reveries, when 
the multiple sounds of the day dwindle to evening's 
pianissimo—all these have a vital bond of-_relationship 
with the physical conveniences which make possible 
the mise en scene of their developments. It is a set- 
ting in which mirth as well as tenderness, the blithe- 
ness of gayer moods as well as the tranquillity of 
deep-going affection may have free and natural ex- 
pression. This blending of the seemingly prosaic with 
the poetic and the dramatic is recognized and realized 
by many persons within the trade. Monotony is only 
for him who accepts it. The opposite of monotony is 
many tones—versatility. One of the leaders in the 
warm air heating trade is Ike Stearns of the Michigan 
Safety Furnace Pipe Company, Detroit, Michigan. He 
gets pleasure out of the business. It isn’t all prose to 
him. Probably he would be the first to affirm that he 
owes much to ‘his wife, Mrs. Carlotta Stearns, who 
has the happy faculty of being able to phrase in verse 


a wide variety of human emotions. Two of her com- 
positions are reprinted herewith, the first is in a senti- 
mental vein, namely: 
The Dove’s Message. 
One evening alone by my window 
A white dove pecked at the pane, 


And I opened wide the casement 
To let the stranger in. 


His wings were all wet from the dewdrops 
That lay in the heart of a rose, 

And tied to his neck was a message, 
Dear words that are traced on my soul. 





Then I who’d been weary, very, 
Was filled with sweet delight. 
Everywhere was love and laughter, 
Low, dear sounds haunted the night. 





All in the midst of the wonder 
My love came out of the gloom 
Drawing me into his waiting arms, 
And we kissed in the firelit room. 


Mrs. Stearns knows the darkies and has a sympa- 
thetic understanding of their naive natures. Where- 
fore there is a quaint humor in her stanzas entitled: 

Dinah’s Lament. 


Ahs tiahd of dese yallow bucks hanging aroun’ ma doah 
eatin’ up ma clabbah’d milk an’ mussin’ up ma floah 
Dey fusses wif ma fried cakes, dey fondles ma fried chicken 
Den lazes in de sunshine aftah eatin’ up dere pickin’. 


Ah wants a nice black man all smelly lak de ’possum 

Who does a hones’ day’s work and den sets back arockin’ 
In ma Joe’s old chair what’s been lonely for a mont’ 

For a ‘spectable black man to lay back and grunt. 








Dese young bucks t’ink ‘cause I’se a little money 
Dat dey’ll step right in, but I’se no chicken, honey. 
Dey don’t suit me nohow and I’se gittin’ crabby 
Dis June and Novembah stuff ain’t no laffin’ mattah. 


Now git along young un’s, git along out 

You's a’spoilin’ ma chancts wif some nice kind gent 
Hey! you Jake, git along to yoah wife 

Dis ain’t no harem, you kin bet yoah life. 


Here, Sammy, take you hat, git along, now fly 

A week ago you said you came home to die, 

No, son, you was hungry, you des came home to eat, 
And yoah Mammy right sick ob yoah laziness and cheek 


Um, um, um, I mus’ get a pertectah, 

Gess Ah’l go right ovah to Pahson Jones, mah rectah 
I'll recite ma story, tell him why I’se blue 

\n’ he’ll find me a black man hones’ and true. 


One who'll set in Joe’s chair an’ cock up his feet, 
Smokin’ an ole corn cob a’wearin’ ma man’s ole hat, 
For I’se bin a lonely widow a long, long mont’ 
An’ doan’ believe de sayin’, “One is enuf.” 

— ——— + 


VENTILATES STEEL MILL BUILDINGS. 





Ventilation of steel mill buildings is often secured 
by having in the sides of the building what is know? 
as “ventilating sash,” or a whole row of sash may be 
“top hung.” Windows opening in the usual way af 
often used, or the sash may be balanced, saving the 
expense of counterweights. A monitor is often built 
on the ridge of the roof with sides of sheet metal, 
swinging shutters or fixed louvres. With the sides of 
swinging or sliding sash both ventilation and light af 











in his home. His attention 
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secured. Fubular ventilators of which several makes 
are on the market placed at intervals along the ridge 
of a roof are effective in creating an upward current 
of outgoing air. About 1 square foot of ventilator 
area to from 200 to 400 square feet of floor area 
should be allowed. 


“@e 


SHOWS HOW DEALER CAN COOPERATE 
WITH THE MANUFACTURER IN 
GAINFUL PUBLICITY. 


The grasping of opportunities whenever and 
wherever presented is the mark of the wide-awake 
dealer. In the advertise- 
ment~ herewith reproduced 
from the Jimes Leader, 
Wilkes-Barre, Pennsylva- 
nia, the White Hardware 
Company is taking the ad- 
vantage offered by a na- 
tion-wide advertising cam 
paign. Similar campaigns 
have been and are being 
carried on in national pe- 


. WHITE. 
HARDWARE 





Non, 
‘ 





riodicals by many manu- 
facturers. This takes care 
of the voluminous work of 
familiarizing the prospec- 
tive customer with the gen- 
eral features of warm air 
heating products. A gain 
and again the consumer 
has had brought to his at- 
tention, and has probably 
favorably considered, the 
need and advisability of in- 
stalling a warm air heater 


is aroused. There is no 
virgin soil to plow. The 
customer is ready person- 


ally to examine the details 
and claims of individual 
superiority of the various 
warm air heaters. 

It is at this time, this 
favorable moment, that ju- 
dicious and persistent ad- 
vertising on the part of the 
dealer brings favorable and 
profitable results. The pros- 





pective customer has read 

what the manufacturer claims for his product. He 
has weighed the arguments for his installing this 
particular system of heating. Questions arise in the 
minds of the prospective customer that, perhaps, a1 
not answered in these national advertisements. There 
may be certain objections that are unfounded. Now. 
what have you, the dealer, to say to the customer ¢ 
Are you ready to substantiate the claims of the manu 
facturer? Are ‘you aware of the need for local pub- 
licity, making known the fact that you handle these 
koods and are ready to answer all questions pertain- 
ing to the merits of the warm air heating system ” 
Prospective customers should be informed throug! 


oe iii 











local newspapers and other means of publicity that 
you are ready to supply them with these. nationally 
advertised goods. A demonstration facilitates bring- 
ing out certain features which could not satisfactorily 
be portrayed otherwise. And wherever feasible, a 
demonstration should be arranged in connection with 
a local advertising campaign. Invite the people to your 
establishment. Show them what you have. Tell them 
why it will give full service and satisfaction. Refer 
them to neighbors who have bought the warm air 
heater from you. Get ona friendly footing with them. 
Try to gain their good will. Impress upon them your 
faith in the product which you handle. 


HARDWARE 











CASEIC 


The Furnace That Will 
Heat Your Home At Least 


ecTruay wade ain ecTtves 
aie am 


Expense 


Demonstration At 
White Hardware Co. 
August 23 to 30th 


70 degrees average temperature the house 
over even in the coldest weather ws the Monit 
lronclad Guarantee on every CaloriC imetalled 
and there are more than 76.000 now m use 
throughout the country 


To make the broad guarantee possble The 
Monitor Stove Company the facturera of 
the CalonC offer a free engmeonng service 
Your mdividual heating problem « given 
separate consideration and when the Enginee » 
recommendations are followed—the guarantee o 





in effect 


Ask about the tree Engineering Service a a 
White Hardware today Plan to attend the 
demonstration next week 


White Headwear Co. 


EAST MARKET AND SOUTH WASHINGTON STREETS 
“Just A Step From Public Square” 


Example of Effective Cooperation of Dealer with Manufacturer in Advertising. 


SALES TALKS OF VALUE IN WARM AIR 
HEATING BOOKLET. 


\ series of four booklets has been published by The 
Henry-Miller Foundry Company, Cleveland, Ohio, 
makers of the Moncrief warm air heaters. In each 
booklet there is an article entitled “Why Use Warm 
\ir Heat?” in which there are some pointed para 
graphs that dealers could use to good purpose in sales 
talks when showing prospective customers the ad 
vantages of warm air heating over any other system 
of heating. The booklets also contain a description 
of the parts that go to make up the Moncrief warm 
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air heaters. Material used in manufacture is stated 
to be of a high grade, and is described. The folder 
depicting the Moncrief three-pipe warm air heaters 
sets forth various methods of installation. 

The Henry-Miller Foundry Company, Cleveland, 
Ohio, will furnish all four of these booklets upon in- 


quiry to them 
ee 


DESCRIBE HEAT TRANSFER TESTS OF 
BUILDING MATERIALS. 


(Concluded from last week.) 
lest No. 2—Brick Wall:—Bricks: 
good, common stock bricks, approved of by the archi- 

tect. 
Mortar: Mortar for building bricks to be compose:| 
of one part lime to three parts clean sharp sand. 
Joints to be 3% inch thick and stuck on both sides of 
wall. Bricks to be thoroughly wetted before laying. 
No plastering inside or outside of wall. 
Note: There will be no plastering on either inside 
or outside of brick wall for this test. 


Results from Test Log Made in 1912 


B.T.U./°d./hr./sq. ft. 
Not plastered. 


sricks to be 


1. Hollow concrete block wall. 


Pe I ads edi s ee aban 0.630 
2. Hollow concrete block wall. Not plastered. 

Air space filled with sawdust.............. 0.438 
8. Hollow concrete block wall. Plastered both 

sides. Air space filled with sawdust........ ).342 
4. Hollow concrete block wall. Plastered both 

sides. Air spaces empty...........eeseeee 0.506 
5. Hotlow concrete block wall. Plastered both 

sides. Air spaces filled with gravel........ 0.385 
6.° Hollow concrete block wall. Plastered both 

sides. Air spaces empty. One layer of floor- 

ing felt on high temperature side of wall.. 0.2638 
7. Hollow concrete block wall. Plastered both 

sides. Air spaces empty. One layer of 

tarred building paper on high temperature 

TE SO" Eee es apne ae | Se 1.258 
8. Hollow concrete block wall. Plastered both 

sides. Air spaces empty. One layer of as- 

phalt paper on high temperature side...... ),263 
9. Brick wall without plaster, 9 in.............. ().392 
10. Brick wall without plaster, 9 in.............. 0.397 
11. Hollow tile without plaster. Air spaces empty 0.416 
12. Hollow tile without plaster. Air spaces filled 

oy SCE Spee eer ee ene * 355 


The most important conclusion to be drawn from 
the above results is that the commonly held assump- 
tion that a hollow block wall is more efficient from a 
heat loss standpoint than a solid brick wall of approx 
imately equal commercial standard thickness is not 
founded on fact. This will be clearly seen by com 
paring tests numbers 1, 9, 10, and 11. On the other 
hand, tests numbers 2, 3, 5, and 12 show that if the 
spaces in the hollow block wall are filled with some 
material which separates the air into small pockets 
and prevents circulation that the rate of transfer of 
heat is considerably diminished. 

An interesting result is shown by comparing test 
number 4 with number 7. The conditions in these 
tests are exactly the same with the exception that 
one layer of tarred building paper was placed on the 
high temperature side of the wall in test number 7, 
the effect of this layer of paper was to reduce the heat 
transfer by nearly 50 per cent. 

Tests numbers 9 and Io serve as a check on the 
work, as many tests have been made on 9 inch brick 
walls and the commonly accepted value as the co- 
efficient of conductivity is 0.4 British Thermal Unit. 





It may be mentioned that in having the brick. wall 
built, the architect took special pains to see that the 
laying of the bricks was no better than ordinary stand 
ard of bricklayers’ practice. No attempt was made 
to have all points in the interior of the wall filled and 
the face jointing was struck with the trowel as the 
wall was laid up. If the bricklayer had been allowed 
to fill carefully every joint with, mortar and to have 
the wall so well flushed as to reduce air circulation 
through the wall to a minimum, better results would 
no doubt have been obtained. On the other hand, in 
building 734 inch hollow tile wall the practice adopted 
was decidedly better than would obtain in ordinary 
contract work. 

Where hollow tiles are laid with webs vertical it 1s 
practically impossible to get the bricklayers to spread 
mortar on all webs of the tile. As a rule the two out 
side and the two end webs receive mortar, while the 
interior webs are left uncovered. In the wall tested 
every web was carefully covered and every precaution 
taken to keep the air spaces free. 

When the wall was built the outside and inside face 
jvints were carefully pointed up so as to reduce air 
circulation through the joints to a minimum. Under 
these conditions the results obtained are probably 
more favorable to the hollow tile wall than they would 
he in ordinary construction practice. 

Note: Sawdust was not used as filling with the 
idea that it would be a suitable material for building 
construction but simply to show the effect of breaking 
up the circulation of the air in a hollow block wall 

Object of tests made in 1913: To determine 
the rate of transfer of heat through a 12 inch hollow 
tile wall, first, when the tile was laid with the hollow 
spaces horizontal ; second when the tile was laid with 
the hollow spaces vertical and directly over each other. 

(b) To determine the effect on the rate of transfer 
of heat of placing a layer of ordinary building paper’ 
on the high temperature side of wall. 

(c) To determine the effect on the rate of transfer 
of heat of painting the high temperature side of the 
wall with one coat of “dehydratine.” 

Description of the materials used in the work: 

Tile: The hollow tile used was a shale tile made 
at the Ontario Government's clay plant at Mimico, 


(a) 


(ntario. 

“Dehydratine”: Described by the manufacturers as 
a “Foundation compound for waterproofing  sub- 
structures.” It has about the consistency of the ordi- 
nary ready-mixed paint, is black in color and is made 
up principally of asphalt. 

These tests were made in the same manner as those 
previously described in this report and the specifica- 
tion for plastering are the same for both series of 
tests. 

Results of Test Log Made in 1913. 


B.T.U./°d./hr./sq. ft. 
1. 12 in. tile wall laid with hollow spaces hori- 


CEE sid ui ek int cath bdaned saaebeeihn ).295 
2. 12 in. tile wall as above, but with one layer of 

paper on high temperature side of wall..... 0.210 
3. 12 in. tile wall as above, with paper removed 

and one coat of dehydratine painted on high 

temperature side of wall.................. 0.206 
4. 12 in. wall as above, but plastered both sides, 

I I i a a 0.179 


New 12 in. tile wall built with hollow spaces 
vertical and directly over each other....... 322 














6. 12 in. wall as above with one coat of dehydra- 


tine on high temperature side.............. 0.250 
7. 12 in. wall as above, but plastered both sides, 
0 SS ars 9.228 


Comparing tests number 1 and number 2 the marked 
improvement in the insulating qualities of a layer of 
paper is again demonstrated. 

From test number 3 it would appear that one coat 
of “dehydratine” accomplishes practically the same 
result as a layer of paper. This is what might be ex- 
pected, as both the paper and “‘dehydratine” serve to 
close the pores of the wall. 

Comparing test number 1 with number 6, we see 
that the wall is a better heat insulator when the hollow 
spaces in the tile run horizontally than when they are 
vertical. In the second case, the circulation of air 
would be much more pronounced due to the chimney 
effect of the vertical hollow spaces. 

Comparing tests numbers 1 and 3 with numbers 6 
and 7, approximately the same saving is shown due to 
one coat of “dehydratine.” 

Comparison of the results obtained with walls 
plastered and without plaster show that plaster is not 
a good heat insulator. 

Object of tests made in 1914: To determine the 
rate of transfer of heat through walls suitable for re- 
frigerating rooms, including built-up walls, cork walls 
and ordinary building papers. 

Materials used: Paper used in test number 1-——oiled 
paper—thickness 0.01 of an inch, weight per square 
foot = 5% pounds. 

Paper used in test number 2—trade name ‘“Clima- 
sat”—building paper, advertised as acid, salt, alkali 
and waterproof, thickness 0.018 of an inch, weight per 
100 square feet — 10.4 pounds. 

Test number 3 was made to test a wall of planer 
shavings 6 inches thick. A frame was made of 534 
inch X % inch boards. A fine screen, 12 mesh to the 
inch, was fastened to each side of the frame and shav- 
ings packed between the screens, giving a wall of 
shavings 6 inches thick. 

For details of walls used in tests numbers 4, 5, and 
6, see Figure 2. 

Cork walls used in tests numbers 8, 9, and 10 were 
made of slabs of pressed cork, 1% inches thick * 12 
inches wide X 3 feet long. 

Results of Test Log Made in 1914. 
B.T.U./°d./hr./sq. ft. 
1.38 


B. Gee gly Gilet Bal. con nce lac ce cs cccceeccces ; 
% One ply climasat waterproof building paper... 1.21 
3. Wall made of shavings.................+++:- 0.276 
4. Wall shown on Fig. 2, type A............--. 9.184 
5. Wall shown on Fig. 2, type B...........-..-. 0.205 
6. Wall shown on Fig. 2, type C, filled with saw- 
* GUE shunavesadcdcnsaddasebecageecsonciuas 0.147 
‘. One layer of hair felt held together between ; 
two sheets of thin paper.................. 0.578 
8. Type C, hollow space filled with granulated 
NE aici tarc ie usns pteaa cand aeetnkn a ied aba 0.144 
9. 3 in. cork wall made up of 2 layers 1% in. 
thick with 1 layer of paper betwen the 1% 
fe | oF Pes eeeerrreree 0.130 
10. The preceding test repeated................. 0.131 


Miscellaneous Materials Tested Since 1914. 
; B.T.U./°d./hr./sq. ft. 
I. Corrugated galvanized iron wall supported on 
bY CR GEG pee ee ae 1.2 
¢. Wall made up of corrugated galvanized iron 
on one side of.2 in. x 4 in. frame and % in. 
tongued and grooved spruce sheathing on 


ee hs as did nn G6 46 Bins 0.55 
3. Beaver es fe a 0.83 
4. Linabestos ball board 3/16 in. thick dark red 

m color made up of asbestos and concrete.. 1.305 
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». Asbestos lumber 3/16 in. thick.............. 1.14 
6. Asbestos corrugated sheathing 2/16 in. thick.. 1.13 
7. Asbestos shingles laid on 1 layer paper and % 
in. t. and g. sheathing, laid 7 in. to the 
weather, size of shingles 16x 16x3/16 in.. 0.443 
The composition of the asbestos products is approx- 
imately 15 per cent asbestos and 85 per cent portland 


cement. 
“eo- 


RUDY FURNACE COMPANY ENLARGES ITS 
WARM AIR HEATER PLANT. 


With the ultimate purpose of practically doubling 
its plant within the next three years, the Rudy Fur 
Company, Michigan, 
work on two-new buildings. One of the buildings, 
which will increase the capacity of the foundry and 
mounting rooms will be a one story structure 50 by 
500 feet in dimensions. It will be constructed of con 
crete and steel and will have a saw tooth roof. being 
of the most modern factory building type. 

The other building to be erected will be tor stor 
age purposes. It will be 60 by 80 feet with an over 
head carrier system for the efficient handling of raw 


nace Dowagiac, has started 


materials. 

The Rudy Furnace Company has enjoyed a rapid 
growth and these latest additions to the plant are evi 
dence that it is one of the big institutions in south 
western Michigan. The first unit of the plant was 
erected in 1915 and was 12@ by 400 feet. This was 
followed by an addition in 1917 of a building 60 by 
100 feet and in 1918 another 100 by 130 feet in size 

The present capacity of the plant is 35 furnaces 
for every working day and with the facilities to be 
afforded by the new addition this will be increased 
to 50 a day. 

oo 


HELPS THE DEALER WITH DISPLAY 
POSTERS AND OTHER FORMS 
OF ADVERTISING. 


The Globe Stove and Range Company, Kokomu, 
Indiana, states that it is getting out 24-sheet posters, 
4 Xx 21 feet, to be displayed on billboards. These poste: 
displays are very effective mediums of advertising 
The Company advises that to the dealer handling the 
(slobe Pipeless Warm Air Heaters, it will contract 
for available billboard space in his town, and take 
charge of putting up the posters, etc., with the dealer's 
name and address prominently displayed. The Globe 
Stove and Range Company also has put out various 
hooklets, pamphlets, and leaflets describing and illus 
trating the Globe Pipeless Warm Air Heaters, the 
new Globe Combination Range, the Rex Oak Heater, 
the Pilot Globe Range, etc., and by addressing the 
Globe Stove and Range Company at Kokomo, Indiana, 
the dealer will secure any or all of these free of 
charge. 

-*- 


HAS TEN POINTS OF IMPROVEMENT. 
The new Weir Warm Air Heater which is made by 
the Meyer Furnace Company of Peoria, Illinois, is 
This heater has ten points of im 
Still, they 


shown herewith. 
provement, some vital, others only details. 
all combine to make this one of the best heaters on 


the market. It has oxy-acetylene welded seams on 
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the drum—there are no joints—the drum having been 
welded into one piece of steel with practically no 
chance for leakage. The casing has been enlarged to 
allow a-greatly increased air space between the cas- 
ing and the drum. This means better circulation of 
heated air, the double ring adding strength. The new 
heat deflector compels the new passage of heat. It is 
an improved design that is self-cleaning. Wider 


@—— 
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New Weir Warm Air Heater, Made by the Meyer Furnace Com- 
pany, Peoria, Illinois. 


flanges on the fire pot mean more air space to heat the 
air that enters the fire pot to help burn the gas and 
soot. There is a new type smoke outlet which is com- 
bined with a check damper and a clean-out. It is 
always accessible and easily cleaned. There is a high 
water pan where more heat evaporates more water 
which means more moist warm air. These are only 
Write today to the Meyer Furnace 
for further 


six new points. 


Company, Peoria,’ Illinois, details and 


price lists. 





MIND SHOULD BE EXERCISED. 
Thought is exercise to the mind. Worry is de- 
struction of the mind. When confronted with a per- 
plexing problem pertaining to your business—or any 
other matter—exercise your brain. Do not destroy 
it. The problem is there; it must be dealt with. 





ELIMINATION OF BAD AIR GREATER 
PROBLEM THAN GETTING 
FRESH AIR. 


Air performs for the body two principle functions 
—a chemical and a physical. Its chemical function is 
to supply oxygen to the blood, its physical, to carry 
away heat from the body. The object of ventilation 
is to supply air of the right auality (humidity, heat, 
and cleanliness) and in sufficient quantity to satisfy 
the natura! demands of these two functions. Exten- 
sive exnerimenting has shown that the ordinary de- 
fects ef ventilation lie mostly wth the physical func- 
tion of the air. The effective elimination of the im- 


pure air seated out from the lungs is a great prob 
lem than the supply of fresh air. Humidity is a1 
other very important factor in healthful ventilation 
The proper amount of moisture in air is a vital neces 
sity to the maintenance of good health. 


~-wowo 


IS IMPORTANT FACTOR. 


GOOD WILL 


Good will is a competitive advantage. The employer 
who succeeds in obtaining the good will of his workers 
will be benefited in meeting competition by lower costs 
of production. For this reason alone is it advisable 
that employers study all angles of the labor protien 
if they wish to succeed in business. 

In his book on “Industrial Good Will,” Professor 
John R. Commons calls attention to the fact that good 
will is coming to be an intangible asset of business, 
more valuable than the tangible properties. If a man 
is not satisfied with conditions at the plant where he is 
employed, he is sure to seek work elsewhere. [re 
quent changes in organization are costly, as a new 
man on the job produces at a much slower rate, 
thereby adding to production costs. 





HAS NEW PRINCIPLE IN HEATING. 
With the uncertainty of the 
consumers will listen attentively to any argument per- 
$y the use of the Radiating 
thus 


coal situation, coal 
taining to coal saving. 
Manifold all the heat is extracted and retained, 
Tubular Heating and Ventilat- 
Philadelphia, Penn- 


saving coal, says the 
ing Company, 228 Quarry Street, 





Radiating Manifo'd, Manufactured by the Tubular Heating an¢d 
Ventilating Company, Philadelphia, Pennsylvania. 


sylvania, manufacturers of this device. Each vertical 
flue of this radiator, depicted herewith, is provided 
with solid extended wings or fins. The radiating sur- 
face thus produced is large. Combined with the eco- 
nomic features of this heater is its durabi‘ity. Made 
exclusively of cast iron, there being no joints in the 
flues, it is gas-tight. Detailed information may be 
obtained on any phase of this warm air heater by ad- 
dressing the Tubular Heating and Ventilating Com- 
pany. 


+ +- 

The Utica ining Cuma, Utica, New York. has 
awarded contracts for three additions, to cost about 
$20,000. 
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PRACTICAL HELPS FOR THE 
TINSMITH 











PATTERN FOR OIL CAN HOPPER. 


by O. W. Korne. 

Replying to the inquiry of Mr. Wheeler of Norfolk. 
Nebraska, for pattern for oil bucket with hopper, the 
annexed drawing shows how this is done. The hopper 
of elevation can be drawn in any manner your design 
calls for. So draw the side elevation to suit require- 
ments, and strike sections A, B and C. The half sec- 
tion C is obtained by squaring a line out from 8’ and 


pan 








of A, 
extra. The oil bucket may be made any size or shape 
by this method as long as the body is maintained as « 
If the body were made tapering, then this 


Edges for wire and seaming must be allowed 


cylinder. 
portion must be treated by the radial line method. 
— *- 


REPORT GIVES ZINC STATISTICS. 


l‘igures compiled by C. E. Siebenthal, of the United 
States Geological Survey, Department of the Interior, 
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Pattern for Oil Can Hopper. 


then sketching the curve at pleasure. This is a view 
through the hood of hopper. 

Next treat the sections with spaces and draw lines 
in the manner shown which should finish the eleva- 
tion working drawing. The true lengths are then de- 
veloped treating the front and hood separate as in 
diagram “A” and “B”. These true lengths are de- 
veloped the same as described for hundreds of prob- 
lems in these columns for years past and so further 
comment is not necessary. 

The pattern is set out using the girths from sections 
A, B and C as required in the pattern. The line 8-8’ 
is picked direct from elevation as it is a true length. 

€ remainder of the cylinder is added by squaring 
out lines as 8’-a and 8-b to suit the circumference 


from reports submitted by all zinc smelters which 
operate during the first six months of 1919 show that 
the production of zinc from domestic ore in that period 
was 247,584 short tons, and from foreign ore 7,918 
tons, a total production of 255,502 tons, as compared 
with 260,664 tons in the last half of 1918 and 257,263 
tons in the first half. 

The stock of zinc held at smelters January 1, 1919, 
was 41,241 tons and June 30 it was 59,651 tons, an 
increase of 18,410 tons. The stock June 30, 1918, 
was 44,502 tons. The stock of zinc held by the War 
Department of May 29, 1919, was reported as 39.000 
tons, 9,000 tons of which was held at producers’ plants 
and the remainder at plants which had been engaged 


in making munitions. In July the Government stocks 
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were reported as 21,000 tons of grade A and 5,000 
tons of all other grades. The latest invoice by the 
War Department, as of August 30, shows 10,821 tons 
of slab zinc and 66 tons of sheet zinc. The decrease 
in Government stocks was due in part to the purchase 
of Government holdings of their own brands of high- 
grade spelter by the large producers. 

From the foregoing figures and the records of the 
Sureau of Foreign and Domestic Commerce it is 
calculated that the apparent consumption for the 
period was 159,501 tons, as compared with 212,66c 
tons in the last half of 1918 and 211,870 tons in the 
first half. 

In addition to the zinc produced from ore, 7,328 
tons was redistilled from zinc ashes, skimmings, and 
drosses. Much of this zine was of grades above prime 
western, and the total, added to the primary output. 
gives 262,830 tons consisting of 30,154 tons of grade 
A, 25,802 tons of grade B, 43,481 tons of grade C, and 
163,393 tons of grade D. The output in the last half 
of 1918 was 63,134 tons of grade A, 29,865 tons of 
grade B, 56,099 tons of grade C, and 117,899 tons of 
grade D, showing a decreased production of the higher 
grades and an increased production of grade D, or 
prime western metal, for the current period. The 
decrease in the higher grades was due to the decrease 
in demand, as a result of the close of the war. Elec- 
trolytic zinc amounted to 23,211 tons, as compared 
with 19,464 tons in the last half of 1918. 

Many zinc smelters have been dismantled in the 
last year and a half, and others are practically aban- 
doned. The total number of retorts at plants at which 
there were some operations during the first half of 
1919 is 158,988 as compared with a maximum total 
of 224,788 on June 30, 1917. The number of retorts 
in operation on June 30, 1919, was 82,000 as compared 
with 123,500 at the end of 1918 and 204,500 at the 
end of 1916. 


oh 
oes 


SHOWS COPIES OF LARGE ORDERS. 





As proof of demand for its products from sources 
capable of judging qualities, the L. B. Allen Com- 
pany, Incorporated, 4517-452y North Lincoln Street, 
Chicago, Illinois, is circulating reproductions of seven 
purchase orders. These orders are all duly certified 
Specifications are for soldering fluid and paste. 

Several of the reproduced orders are from aircraft 
corporations of national repute. Mechanics know that 
material used in construction of aircrafts must be de- 
pendable. No other means of transportation requires 
more care in testing of building products than air- 
ships. Evidently, this is good proof of the quality of 
the products made by the L. B. Allen Company, In- 
corporated. Orders speak far more persuasively than 


testimonials. 
e+ 


NEW SHEET METAL COMPANY THRIVES. 


A gratifying degree of success has already been 
reached by The Sheet Metal Manufacturing Com- 
pany, Youngstown, Ohio, manufacturers and jobbers 
of sheet metals of all descriptions. Thomas E. Far- 
rell is president of the company. He was formerly 


connected with the Ohio Corrugating Company of 
Warren, Ohio, in charge of sales. His uncommon 
ability, long experience and wide acquaintance in the 
trade are valuable factors in the development of the 
new company. 

saapuetchenenialiiita tacit 


ADDS NEW LINE TO VARIED STOCK. 





The Milwaukee Corrugating Company, Milwaukee. 
Wisconsin, has issued a new, confidential price list of 
its “Milcor”’ brand of building products. Contained in 
this booklet is some valuable information for sheet 
metal workers, builders, and hardware dealers. Super- 
seding all previously issued price lists, this catalogue 
is dated September 15th, 1919. 

In addition to the regular line of the Milwaukee 
Corrugating Company, attention is called to its new 
line of farm specialties, comprising Hog and Chicken 
Waterers, Brooders, Hen’s Nests, Hog House Win- 
dows, Hog Troughs, Stock Tanks, Hot Bed Windows, 
Flower Boxes, etc. 

Circulars given out by the Milwaukee Corrugating 
Company describe the scientific construction of the 
“Milcor” Hog Waterer and Chicken Waterer. These 
are said to prevent freezing of water and to promote 
the health of the animals. The Chicken Waterer is 
claimed to aid egg production. High grade galvanized 
iron is used in the construction of these waterers. A 
lamp is furnished with the Chicken Waterer and Hog 
Waterer which keeps the water at a drinkable, even 
temperature, being designed to hold enough oil to burn 
48 hours without refilling. Kerosene is used as fuel 

More detailed information concerning _ these 
waterers can be obtained from The Milwaukee Cor- 
rugating Company, Milwaukee, Wisconsin, together 
with a copy of the Confidential Price List. 

aitidliians 


GUARANTEES ALL GRADES IN SHEETS. 


lhe Dearborn Steel and [ron Company, Chicago, 
lllinois, has a reputation for filling orders promptly 
and efficiently. The requirements of varying condi- 
tions are ably met by the materials of different grades 
which the Company manufactures. All grades are 
guaranteed so the dealer is sure to get his money's 
worth. Sheets are sheared to all sizes according to 
the demand. The Company makes black, corrugated, 
galvanized and blue annealed sheets. It urges all 
dealers to write at once for a trial order to demon- 
strate. The Dearborn Steel and Iron Company should 
be addressed at its office and warehouse, 320-328 
East North Water Street, Chicago, Illinois, for stock 


and price list. 
“*- 


WANTS CATALOGUES AND PRICES. 


With a view to obtaining the best equipment and 
supplies, catalogues and price lists are desired from 
manufacturers and jobbers by the newly organized 
Standard Roofing and Sheet Metal Company, 3 
North Perry Avenue, Peoria, Illinois. R. L. Wilson 
is the manager. The company plans to do all kinds ® 
sheet metal, roofing, and warm air heater work. 
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INDUSTRIAL TRAINING ENRICHES THE 
TRADE OF THE WHOLE NATION. 


‘There are not three standards of guod taste, one 
for the producer, one for the storekeeper, and a third 
for the person who buys the goods; yet these three 
groups have in modern times each misjudged the 
others, because education has yet to standardize and 
inter-relate their interests and tastes.”” In this concise 
statement is indicated a basic problem confronting 
commerce today. What training in industrial art can 
do to help solve it is discussed in a pamphlet, “Indus- 
trial Art: A National Asset,” just issued by the Bu 
reau of Education at Washington, which says, in part: 

While the activities of a nation depend upon its 
average ability, it is only through the training of the 
individual that the average can be changed. - 

The comparison between the length of time the 
average hundred boys and girls remain in school and 
the incomes of the average American ‘wage earners 
offers valuable suggestions : 

Sixty-seven per cent leave school before completing 
the eighth grade. 

Sixty-eight per cent of our citizens edrn less than 
$15 a week. 

Thirty-three per cent of the students entering school 
complete the eighth grade. 

Thirty-two per cent of the workers of the Nation 
carn over $15 a week. 

From those thus remaining in school are recruited 
the more highly skilled workmen and practically the 
entire body of the professions, including the designers, 
upon whom the entire fabric of American manufac 
tures depends. Higher standards of workmanship and 
higher wages depend upon the training given in the 
industrial arts to those who form the mass of work 
men and upon whose skill depends the carrying out 
of the designer’s ideas. Ninety per cent of the people 
gain no technical education higher than eighth grade 
This means that 90 per cent of the workers between 
the ages of 16 and 23 have no technical training except 
that which they have “picked up” themselves. 

The prosperity of the Nation, the city, and village, 
as well as of the individual, depends upon the “turn 
over” of their products as sold in the stores not only 
of our own country but in those of the entire world 

Next to competition upon the ground of price, which 
is the chief factor in the sale of goods, without other 
merit the competition for goods made attractive 
through superior design and durability shows the wis- 
dom and need for our cities to take definite steps 
‘oward the establishment of industrial art schools. 

These schools will in time increase the quantity and 
value of the manufactures of their cities and of the 
Nation- 

(1) By training the designers, workmen and sales 
men to sell superior products in the thousands of 
stores of their class. 

(2) By training the buyers and users to discrimi- 
nate between the ugly and the bizarre and be able to 
choose and demand goods of merit. 

Although education in art and industry can prepare 
~~ omaad and choose wisely, whether we profit by 

struction individually or collectively depends 


upon our Own initiative, (1) as consumers demanding 
design and durability in exchange for a reasonable 
price; (2) as designers, firm in the standards we set, 
being guided by the principles of evolution rather than 
by the idiosyncrasies of fashion; (3) as workmen, 
taking pride in excellence of craftsmanship and feel 
ing a share of responsibility for the output; (4) as 
salesmen, guiding the buyer through an intelligent and 
thorough understanding of the romance of goods and 
a sympathetic insight into the needs of the purchaser, 
resulting in an enlightened customer and a satisfactory 
sale. 

Except the agencies of education m industrial art 
bring these different groups of people to have the 
same standards, there will always be an unbridged 
gap between them—-resulting in the customer’s inabil 
ity to get the goods he desires, the designer's failure 
to follow any standard but the “fashion,” and_ the 
manufacturers’ inability to sell on any basis other 
than price. 

The commercial supremacy of the United States 
was largely reared upon the bulk disposal of raw or 
semi-finished materials. American natural resources, 
while vast, are not unlimited. In fact, according to 
the National Conservation Commission, “the known 
supply of high-grade iron ore in the United States 
approximates 4,788,000,000 tons, which at the present 
increasing rate of consumption can not be expected 
to last beyond the middle of the present century.” 
This is an example of similar situations regarding 
other raw materials, particularly minerals. 

We have been selling our resources on the bulk 
basis. It is said the United States sells 2,000 pounds 
of goods per $100, England sells 1,000 pounds 
of goods per $100, France sells 400 pounds per $100, 
and Germany sold: 30 pounds per S100. Either we 
must turn from our quantity methods and, through 
industrial art training, put the Nation’s commerce on 
a quality basis or we shall lose the opportunities and 
advantages which our fast diminishing resources of 
raw materials offer. 

Phere is no limit to the value that design and work 
manship can add to the raw materials of the Nation 
except that which is imposed by a lack of facilities for 
training the designers, workmen, salespeople, and 
consumers. The United States will not be able to in 
‘rease the worth of its products toward the highest 
market values until it has more schools to train its 
people in the refinements of design and workmanshiy 
The average extra dividend which skilled workman 
ship declares to a community is 59 per cent of the 
value of the finished product, the raw material being 
on an average worth 41 per cent of the selling price 
Skill therefore adds to the wealth of a State on an 
average 144 per cent through a more efficient use of 
its raw materials. 

Se 


EVERYBODY HAS USEFUL IDEAS. 





Initiative is the knack of being able to do some 
thing useful without being told to do it. Don’t always 
wait for suggestions from others. Think up your 
own. You will be surprised to find how many profit 
able ones are contained within your own hrain. 








NOTES AND QUERIES. 


Vacuum Freezer. 
From Wahler Brothers, 2553 North Halsted Street, Chicago. 


Kindly advise who makes the Vacuum [*reezer. 
Ans.—This is made by the Auto Vacuum ['reezer 
Company, 25 Broadway, New York City. 
Parker Metal Punch. 
From K. Kirsch, 2018 West Division Street, Chicago. 
Will you let me know who makes the Parker Metal 


Punch? 

Ans.—The Parker Supply Company of 785 East 

135th Street, New York, City, makes this punch. 
High Oven Ranges. 
Irom Ig Koerner, Du Quoin, Illinois. 

I would like to know who makes high oven ranges 
besides the Cole Manufacturing Company and Buck's 
Stove and Range Company. 

Ans.—Leonard Hi-Oven Company, Cedar Rapids. 


lowa: and Berkheimer and Lammers, Greenville, 


(Ohio. 
Asphalt Shingles. 


‘rom Standard Roofing and Sheet Metal Company, 903 North 
Perry Avenue, Peoria, Illinois. 

Who makes asphalt shingles ? 

Ans.—F’. Becker Asphaltum Roofing Company, 1882 
Milwaukee Avenue; Sall Mountain Company, 230 
South LaSalle Street; Wisconsin Lime and Cement 
Company, 603 Chamber of Commerce Building; all 
of Chicago. 

Osborn’s |. C. Charcoal Tin. 
rom J. H. Gieseking, 137 Washington Boulevard, Centralia, 


I}linois. 
Please advise who makes Osborn’s I. C. Charcoal 
Tin. 

Ans.—This is made by J. M. and L. A. 
Cleveland, Ohio. 


Osborn, 


Holland Furnace. 
From George H. Frise, Odell, Illinois. 

Can you tell us who makes the Holland Warm Air 
Heater ? 

Ans.—Holland Furnace Company, Holland, Michi 
yan. 

Canvas for Flat Roofing. 
‘rom John J. Beard, Lexington, Kentucky. 

Please let me know where | can get canvas for flat 
roofing purposes, all grades. 

Ans.—William [.. Barrell Company, 8 Thomas 
Street, New York City; John Boyle and Company, 
i12 Duane Street, New York City; Flintkote Com- 
pany, 88 Pearl Street, Boston, Massachusetts; Na- 
tional Roofing Material Company, Edwardsville, IIli- 
nois. 

Lightning Rod and Cable Points. 
‘rom Savanna Plumbing, Heating and Hardware Company, 

Incorporated, Savanna, [Ilinois. 

Please advise who makes lightuing rod cable and 
points for same. 

Ans.—Electra Lightning Rod Company, Cresco, 
lowa; Edw. A. Foy Company, 815 broadway, Cin- 
cinnati, Ohio; J. J. Maher, Preston, lowa; Reyburn, 
Hunter and Company, 1006 West Madison Street, 
Chicago, Illinois; Shrauger and Johnson, Atlantic, 
Iowa: L. F. Diddie Company, Marshfield, Wisconsin. 

Blow Torches. 
From Lincoln Radiator Repair Shop, Lincoln, Illinois. 

(a) Where can [ buy blow torches for radiator 


repair work ? 
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Ans.—Ashton Manufacturing Company, Newark, 
New Jersey; Otto Bernz, Newark, New Jersey; Bur- 
gess Soldering Furnace Company, Department A, Co- 
lumbus, Ohio; Clayton and Lambert Manufacturing 
Company, Detroit, Michigan; F. L. Cudfman Manu- 
facturing Company, Marysville, Missouri; George W. 
Diener Manufacturing Company, 400 Monticello Ave- 
nue, Chicago, Illinois; Double Blast Manufacturing 
Company, North Chicago, Illinois; Ringen Stove 
Company, Division American Stove Company, 825 
Chouteau Avenue, St. Louis, Missouri. 

(b) Where can I obtain needle point gas torch, 
such as used by dentists for their work? 

Ans.—S. S. White Manufacturing Company, 104 
South Michigan Avenue, Chicago, Illinois. 

Composition Roofing. 
rom Standard Roofing and Sheet Metal Company, Peoria, 
Illinois. 

Can you tell us who makes composition roofing ? 

Ans..-Amalgamated Roofing Company, 431 South 
Dearborn Street; The Heppes Nelson Roofing Com- 
pany, 4500 Fillmore Street; and Certain-Teed Prod- 
ucts Corporation, 208 South LaSalle Street; all of 
Chicago. : 

Bumper Rubber. 
rom Lincoln Radiator Repair Shop, Lincoln, Illinois. 

Where can | buy a solid chunk of bumper rubber, 
about 12x12x3 inches? 

Ans.—Gutta Percha and Rubber Manufacturing 
Company, 301 West Randolph Street, Chicago, Illi- 
nois, and New York Belting and Packing Company, 
124 West Lake Street, Chicago, Illinois. 

‘stencil cites 


ITEMS. 


The Radner and Dinger Company, Second Ave- 
nue, Pittsburgh, Pennsylvania, sheet metal works, has 
acquired a site on which it is building a new plant. 

The Francis Metal Door and Window Corporation, 
Rochester, New York, has been incorporated with 
$25,000 capital, by A. W. and IJ. M. and G. D. Francis 

The Kenmore Sheet Metal Works, Brooklyn, New 
York, has been incorporated with $5,000 capital, by 
M. and R. and M. L. Drissberg, 107g Coney Island 
Avenue. 

The Columbia Tinware Company, Brooklyn, New 
York, has been incorporated with $20,000 capital, by 
J. Levitt, J. Menoff and S. Antoville, 351 East Forty- 
ninth Street. 

The G. Drouve Company, Bridgeport, Connecticut, 
makers of sheet metal products, have awarded con- 
tracts for a new plant, 120x200 feet, with an exten- 
sion 30x80 feet, and an office building, 40x42 feet. 

Knowlton and Newton Company, Lowell, Massa- 
chusetts, have been incorporated to do a general sheet 
metal business with $20,000 capital by Harry W. 
Knowlton, Joseph N. Leonard, Lexington, Massa- 
chusetts, and Wilmer A. Newton. 

The Philadelphia Metal Lathing and Furring Com- 
pany: has been incorporated to manufacture metal 
lathing with $5,000 capital, by M. H. Jester, 102 North 

Dewet Street, Philadélphia; Pennsylvania, John J. 
sauer, 2139 North Twelfth Street, and others. 
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NEW PATENTS. 
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Adolph Tischler and 
Filed July 11, 1919. 


Edward W. Weiland, 


415,260. Sheet-Metal Molding. 
Louis B. Tischler, New York, N. Y. 
1,315,266. Spring-Latch and Bolt. 
Filed June 20, 1918. 
William D. Forbes, New London, 


1916. No. 86,072. 


Fresno, Calif. 
1,315,295. 
Filed 
July 22, 1919. 


Firearm. 


Con. March 23, Serial Renewed 


1,315,310. Dustpan. Addison F. Kelley, Freeland Park, 
Ind. Filed April 18, 1917. 
1,315,339. 


Can - Puncturer. Alter L. Schwartzberg. 


Shreveport, La. Filed May 23, 1919. 
1,315,379. 


Filed May 1, 1918. 


Heating-Stove. Isaac Markley, Clay City, Ind. 


1,315,384. Attachment for Lawn-Mowers. William H 
Mitchell, Richmond, Ind. Filed Jan. 27, 1919. 

1,315,391. Trap for Animals and Fowls. James Henry 
Ogles, Westover, Ala. Filed April 3, 1919. 

1,315,420. Attachment for Blow-Torches. Joseph Ro- 
mano, Philadelphia, Pa. Filed April 11, 1919. 

1,315,435. Shears or Scissors. Noah B. Thompson, 
Maryville, Mo. Filed July 7, 1916. 

1,315,467. Chuck. Albert E. Church, New Britain, Conn. 
Filed Noy. 14, 1918, 

1,315,477. Weatherproof Nail. George E. Dickson, Chi- 
cago, Ill, Filed Sept. 6, 1917. 

1,315,481. Milk-Bottle Handle. Charles Dutcher, Se- 
attle, Wash. Filed Sept. 24, 1918. 

1,315,504. Firearm. Hans Humm, Brooklyn, N.Y. 
Filed April 26, 1918, 

1,315,557. Nutcracker. Jesse S. Kepler, Dayton, Ohio, 


and Milton (. Kepler, New York, N. Y. Filed Nov. 27, 1916. 





Saw-Set. Marshall, Cortez, Colo 


1,315,504. 
Filed Oct. 27%, 


1919, 


William J. 


Serial No. 108,827 Renewed eb 


1,315,568. Hasp for Dinner-Pails and the Like. Clyde 


Neidhammer, Lemoyne, Pa. Filed April 11, 1919 


1.315.630. Guard for Wringers. William H. Strauser, 
Fairmont, W. Va. Filed March 51, 1919 

115,627. Washing-Machine. Benjamin FE. Getz, Mor 
ton, Ill, assignor to Getz Power Washer Co., Morton, IIL, 
a corporation of Illinois. Filed Sept. 20 1916. Renewed 
June 26, 1919 

1.315,638, Ratchet-Drill. Frode H. Pierson, New Haven, 


Filed March 3, 1919. 


Conn 


Tool-Holder Prax. Rochester, N 


1917. 


315040 Joseph k 
Y. Filed July 25, 
1,515,648. 


J., and Samuel Scheraga, New York, N. Y. 


Sommers, Newark, N 
Filed April 16, 


Hand-Tool. Herman 


1919. 


1.315.805. Garbage-Can. Faustino B. Urbano, Linda 


assignor of one-third to José Macaraig, Coro 


Filed Oct. 23, 1918. 


Vista, Calif., 
nado, Calif. 
15824. Clarence J. Evans, Cleveland, 


Filed 


1,315,852. 


Mop-Wringer 


Ohio. Dec. 30, 1918. 


Seal for Fastening Devices. [Franklin Hard 


inge, Chicago, Ill, assignor to Hardinge Brothers, Chicago, 
lil. Filed May 19, 1915. 
Heilbrun, Dubois 


1,315,833. Rat-Trap. Eugene 


Pa. Filed Dec. 2, 1918. 


Henry 


1,315,900. Combination-Mop. Melvin P. Allen, Kansas 


City, Mo. Filed Sept. 10, 1917. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








STEEL TRADE IS NOT WORRIED BY THE 
STRIKE SITUATION. 


It is quite evident that the steel trade is not worried 
by the strike situation. Unprejudiced observers call 
attention to the fact that in the steel strike most of 
the American workers have remained loyal, the de- 
fections being among the foreign born. This factor 
alone must doom the strike to failure. American citi- 
zens will not permit themselves to be dominated by a 
small percentage of population, practically all of which 
consists of aliens. One of the fundamental principles 
of Americanism is that honest ambition shall be un- 
trammeled, that the lowliest worker shall, if he has it 
within him, be permitted to rise to the highest po- 
sitions. Among the heads of our great transportation 
systems a half dozen might be named offhand who 
began as section hands or the like. Scores of heads of 
the steel plants themselves were formerly numbered 
In no other country is there such 
Among no other 


with the workers. 
opportunity for high achievement. 
class of workers is it appreciated to such an extent as 
among the steel employes. The labor leaders are en- 
deavoring to rob them of this birthright, but have suc 
ceeded in deluding the who 
neither understand nor appreciate what such oppor 
tunities mean. 


only foreign element, 


The heart of every .\merican community is com 
posed of its workers. They are higher in the social 
scale than similar workers in other countries. They 
are intelligent and accustomed to doing their own 
thinking, and for this reason, the great majority of 
The 


steel strike therefore becomes an attack upon Amer- 


them being Americans, have refused to strike. 


icanism and for that reason cannot succeed. 


STEEL. 

The leading independent steel company is operating 
at capacity and so far has not been brought within 
the scope of the union fight against the large steel pro- 
The men of this company are working regu- 
larly and so far have not made any demand on the 
officials of the company, although one report has it 
that the men will present their demands in the near 
future. 


ducers. 


Both the producers and the union men are claiming 
partial victories, the union men claiming more men 
out and the producers claiming the opposite. Many 
of the big plants are operating just to maintain opera- 
tion and their actual production can hardly amount to 
much, On the other hand, the steel consuming trade 
is hardly in need of many descriptions of steel, the 
building program throughout the country must needs 
sit back and wait until the two elements concerned in 
this fight battle it out. 


COPPER. 

The copper market continues stagnant, as consumers 
are watching developments in the steel strike... Copper 
demand is too closely connected with the doings in 
the steel industry and a prolonged strike would greatly 
affect the consumption of the red metal. Prior to the 
strike several large brass manufacturers and drawers 
were quite willing to take advantage of the shop con- 
cessions in prices made through dealers in the open 
market. One of the largest consumers is credited with 
purchasing about 4,000 tons of electrolytic in this way 
at Y%c to 4c per pound over 22c for Electrolytic, but 
when offerings became freer, even pressing, these buy- 
ers held aloof from the market. The net result of the 
week’s movement was a decline of %4c to Ve per 
pound in all positions for all kinds of the metal. The 
most pronounced effect was the loss of the premium 
that future positions of Electrolytic commanded over 
spot and nearby deliveries. 

Although there has been some increase in domestic 
consumption of copper recently, the present trend of 
events will kill the growing confidence and problems 
of credit and exchange must still be solved before 
foreign trade can expand. 

It is notable that very little of the 12,000 tons of 
copper said to have been bought here some months 
ago on Japanese account has been exported, which 1s 
significant in the recent effort of speculators to realize 
on purchases. In the last week exports of copper 
have amounted to 4,210 tons, made up entirely of bars 
and wire; 35 tons of wire were shipped to England, 
100 tons to France, 100 tons to Holland and 33 tons 
to Scandinavia. The largest shipments, however, 
were bars, including 1,500 tons to France, 2,392 tons 
to Italy and 50 tons to Scandinavia. Total exports. so 
far this month have been 9,757 tons. 

One depressing influence upon domestic trade at 
this moment is the offering of the Government hold- 
ings of brass. Some consumers have been disposed 
to sell copper holdings against purchases of (Govern- 
ment brass. This influence, although ephemeral, has 
increased the temporary pressure upon the market 

In Chicago, copper sheets continue to be quoted at 
a base price of 33% cents. 


TIN. 

The depression in the steel industry combined with 
lower London cables caused an easier tendency. in-the 
tin market. The arrival of a steamer from the Far 
East and one steamer from London bringing in t& 
gether 945 tons of tin was also held responsible for 
better Straits spot was 
quoted as low as 554 cents, while September arrivals 
Shipments over the balanct 
cents. In 


offerings in spot delivery. 


were held at 5434 cents. 
of the year were quoted at 53% to 5334 
The market has become highly irregular and.pricés 
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have been cut quite sharply in an effort to do business 
with reluctant buyers. Spot Straits today was offered 
down to 54.50 cents, with sellers at 53.50 cents, steam- 
ers now afloat from the East Indies and 52.25 cents 
to 52.50 cents for futures. American consumers, how- 
ever, always prefer to act on an advancing market 
and very few. seem to be taking advantage of present 
cut in prices. 

The: market on gg per cent prompt is difficult to 
locate in the absence of business, the nominal price 
beirig 53.75 cents. This may be shaded, however, on 
business because September from England has been 
offered down to 52.50 cents. 


LEAD. 

The feature in the market continues to be outside 
lots held at various western points, which are offered 
in many cases delivered where the metal is at less 
than the price at which East St. Louis basis can be 
bought. 

Reports from Joplin, Missouri, are to the effect that 
lead ore Continues unchanged at $70 and practically 
all. the tonnage is being purchased, notwithstanding 
the car shortage. 

-Announcement is made from Washington, D. C., 
that sealed proposals will be opened at the Bureau of 
Supplies and Accounts, Navy Department, Washing- 
ton, D. C., at 2 p. m., October 16, 1919, for the sale 
of 4,500,000 pounds of lead. The metal is stored in 
various places, from Portsmouth, New Hampshire, 
to Mare Island, California. 


SOLDER. 

No further alterations have taken place in the prices 
of solder. The quotations ruling in the Chicago mar- 
ket are as follows: Warranted, 50-50, per pound, 
34.25 cents; Commercial, 45-55, per pound, 30.25 
cents; Plumbers’, per pound, 28.15 cents. 


ZINC. 


There is almost an entire absence of inquiries from 





consumers, which is not surprising considering the 
steel strike and the brass situation, which trades vir- 
tually constitute the consumers of the metal. The 
galvanized sheet iron-mills are fully 50 per cent closed 
at present, and the brass trade has to contend with 
the large amounts of brass being offered by the Gov- 
ernment. 

In such a situation and the poor statistics shown 
in the United States Geological Survey report pub- 
lished elsewhere in this issue of AMERICAN ARTISAN 
AND HARDWARE Recorp, the zinc market would have 
sold off sharply but for the fact that present prices 
show a heavy loss to the producers, and the price is 
80 low that dealers are afraid to take any liberties 
with the market. 

_ The report of the United States Geological Survey 
's Not as favorable as was expected. The stocks July 
stheld by smelters show an increase and were 59,651 
tons as against 41,241 tons January Ist, 44,502 tons 
January 1st, 1918. Production, to the surprise of the 
trade, shows little decrease, being: 

Tons. 
Se oe Ie 255,502 


Second half ig18.............. 260,664 
fk fh rr 257,263 
In the Chicago market the price of zinc in slabs 
remains at 8 cents per pound. 





SHEETS. 

By reason of the fact that a large number of the 
independent sheet manufacturers are working under 
agreements with the Amalgamated Association of 
Iron, Steel and Tin Workers, the members of which 
have been cautioned not to quit work at such plants, 
all of these “closed shop” plants are running 100 per 
cent. 

A few independent mills running as “open shops” 
also are unaffected. Should the strike become more 
general and last any considerable length of time, the 
latter as well as the union plants would be affected 
through a failure of the sheet bar supply. 


TIN PLATE. 

Thus far the steel strike has had no perceptible 
effect upon the tin plate industry. Tin plate mills 
working under an agreement with the Amalgamated 
Association of Iron, Steel and Tin Workers are un- 
affected, while a number of open shop plants also are 
operating at full capacity. Unless the strike becomes 
more general and lasts long enough to affect supplies 
of sheet bars, mill operations are likely to continue 
comparatively full. New tin plate demands still are 
fairly numerous, especially for export, but most mak- 
ers are too heavily committed to give them much at- 
tention. 

In the Chicago markets, first quality bright tin plates 
IC 14x 20 are quoted at $13.20 per box of 112 sheets 
and other gages and sizes at corresponding prices 


SCREEN DOORS. 

Because of increased costs of labor and material, 
screen doors have been advanced 15 per cent in price, 
and window screens 5 per cent. 

OLD METALS. 

Wholesale quotations in the Chicago district which 
may be considered nominal are as follows: Old steel 
axles, $26.00 to $27.00; old iron axles, $2850 to 
$29.50; steel springs, $20.50 to $21.50; No. 1 wrought 
iron, $19.00 to $19.50; No. 1 cast, $23.00 to $24.00, all 
net tons. Prices for non-ferrous metals are as fol 
lows, per pound: Light copper, 15 cents; light brass, 
yg cents; lead, 44% cents; zinc, 414 cents; cast alu 
minum, 24 cents. 

PIG IRON. 

Awaiting the outcome of the steel strike, the pig 
iron market is very dull and consumers as well as 
producers were doing little in regard to new business. 
Anticipation on delivery of old orders are frequently 
coming to the furnaces, which indicates that foundry 
melt has increased, but deliveries are not as satis 
factory as wanted on account of shortage in cars. 
Fair buying of odd lots is still going on. Inquiry for 
1920 is heavy, but sales ahead are few and deferred 
until the costs for 1920 are assured 
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Current Hardware and Metal Prices. 
AMERICAN ARTISAN AND HARDWARE RECORD is the a only 


gublication containing Western Hardware and Metal prices corrected weekly. 
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